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sas, Missouri, Nebraska, and South Dakota—compose the 

bread basket of the country. Of the total crops of the 

United States they produce one-half the wheat, one-half 
the corn, one-half the hogs, two-thirds the oats, one-third the hay, two- 
fifths the horses, one-third the beef cattle, one-third the dairy prod- 
ucts and one-half the poultry. Here in this land of certainty—in 
this land of natural wealth, the heart of prosperity is beating with 
renewed vigor. 


Here BANK DEPOSITS are exceeding DEMANDS FOR LOANS. 
Money is seeking investment. And it is right here that a Life Insurance Com- 
pany with many successful years’ experience, with an up-to-date line of policies 
has a few general agencies open. Contract will be made direct from the home 
office, with liberal commissions and renewals. 


APPLICANTS MUST HAVE HAD 


Successful life insurance experience. 

Must have earned in years just preceding at least $3,000 per annum. 
Must be in good standing in the community in which they have lived. 
Must be able to give best of bank reference. 


AYN > 


If you are a man of this calibre, address, Opportunity, care of The 
Spectator 
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THE ART OF SELLING 


A Practical Handbook by 
JOHN S. TUNMORE 


For the Use of Insurance and 
Other Salesmen 
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It is seldom that life insurance 
men are privileged to secure new, 
helpful books from two such well- 
qualified authors. One of them, 
Mr. Alexander, is a company exec 
utive in charge of the education 
and instruction of agents, and in 
close daily touch with agents; he 
knows their needs and _their- ex- 
periences. The other, Mr. Tum 
more, is a great personal producer, 
as well as a successful director of 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. 


Both of these books are pub 
lished by 


THE SPECTATOR COMPANY 


CuicaGo OFFIcE: 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 








due Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 28, 18%), 
at the Postoffice, New York, N. Y., uuder the act of March 8, 1879. Tue Spectator, Volume CIX, Number XXVI, December 28, 1922; $4.00 per annum, 
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| Up in the stony hills of Vermont, on a little patch of rough land 
1 ar a small village, Luke Adams farmed, trapped and supported 
ja family. Luke was a poor man so far as this world’s goods are 
“concerned, but in many of the finer qualities and simple virtues, as 
\ ell as in sturdy manhood, he was rich. He was a diamond in the 
mough. Nothing within his power to give or to do for them was too 
‘good for Luke’s wife and children. 
Mor him to do for a friend or a neighbor in distress. He knew only 
Mo work and to be good and true and honest and kind and thought- 
ful. This was Luke Adams, worshipped by his family and beloved 
‘by everyone who knew him. 

| Buck, the eldest of the four children, was a counterpart of his 
Mather, a broad-shouldered, bighearted, manly fellow. At eighteen 
"Buck was beginning to see things and to realize what a struggle life 


Nothing was ever too much 


a 


had been for his parents. He was anxious for an education, not 
only because it would be an advantage to him, but for the further 
reason that an education would enable him to be of greater assistance 
to his father and mother, his two little sisters, and young Ted. He 


was the big brother. 


FROM TRAPPING TO COLLEGE 


Thus far Buck had made the most of his meager opportunities. 
After going through all the grades both of the village school and at 
the little academy in a neighboring town, he was far ahead of the 
other boys in that section, whose greater opportunities he had envied. 
In the summertime he made a full hand on the farm and in the winter, 
trapped with his father and always had with him one of his school 
books which he studied as he waded through the deep snow from 


THE AFTERNOON AFTER CHRISTMAS 


4 4 ‘a “ga de 
» Are you aware that Buck left a will?’ “A will!” said Mrs. Thomas, startled, “Why, that poor boy had nothing to will, 
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v 





THE SPECTATOR 


Thursday 











trap to trap. As Mrs. Adams often would say, ‘“Whenever Buck 
has a spare moment his nose is in some school book.”” But now that 
he was through the local schools what was he to do? Buck’s one 
dream had been to study medicine. Luke and Mrs. Adams knew 
this and had decided that whatever the sacrifice or cost might be, 
Buck’s ambition should be gratified. 

One summer evening after a hard day’s work, the family as- 
sembled in the shade of the big pines that stood in the back yard 
and there the good Mrs. Adams broke the news. ‘‘Buck,”’ said she, 
“‘we are going to send you awav to college. That is settled. Where 
there’s a will there’s a way. The children will help.” 

“Yes, my boy,” interrupted Luke, “‘you’re goin’ to be a doctor.” 
The children smiled at the thought. ‘‘Gee,’’ said Ted, “‘Doc 
Adams. Don’t that sound big >” 

Buck was almost overcome at the thought of what this wou!d 
mean, both as a triumph for himself and as a sacrifice on the part 
of the family. Arrangements were completed, and early the fol- 
lowing September Buck left for the little college town one hundred 
miles away. 

Buck began his college career by securing a room in which he 
could both sleep and do his cooking. He knew that every penny 
saved would mean just that much less of a hardship for those at 
-home, and in everything he did he was controlled by this thought. 
Soon he was earning a few dollars reporting the college news for 
one of the papers and tending the furnace of the house where 
he roomed. This simple work and the small pay he received might 
not impress every boy, but it ought to. Buck not only was getting 
an education—he was building character, the very bone and essence 
of success and something that money will not buy. 


THEIR ONLY THOUGHT 


That winter was a cold one, with deep snows, but Luke bravely 
faced the storms as he “‘ran’’ the traps and did the heavy work. 
His only thought was of Buck. The fact that the little they had 
saved was being drawn upon to pay Buck’s way did not disturb in 
the least either Luke or Mrs. Adams; it was whether they could 
make it hold out. Could they put Buck through and have him take 
his place among men, a graduate, a finished doctor, a great and 
useful man? ‘This was the burden of their thoughts. The cost 
to themselves in anything within their power to do was not a con- 
sideration. No one knew this better than Buck himself, who would 
have gone ragged and hungry, if necessary, if only he could make 
good and repay his father and mother for the sacrifices which they 
were so willingly making for him. 


WHEN Buck Comes Home 


The long summer vacations Buck spent at home, where he pur- 
sued his studies and at the same time made a full hand on the farm. 
By this time Mary and Josephine were getting to be of considerable 
help to their mother and Ted was now indispensable as an all-round 
assistant to his father. Indeed, all worked together with but one 
thought, and that was of Buck. He was the family’s pride as well 
as their chief hope. The event to which they all so eagerly looked 
forward each year was vacation time, when Buck would be with 


them again. They made great preparation for this time. The 


fresh vegetables, the fruit, the fries, the home-made pies with real 
cream and all manner of sweets were waiting for him. 

When Buck left to begin what was to be his last year in college 
the family resources were almost exhausted. The small farm had 


yielded only a scanty living, the previous winter had been unfavor- 
able for Luke’s trapping and their savings had been drawn from the 
savings bank to keep Buck in college. ‘‘But,’’ said Luke, ‘‘we kin 
hold out till June. We just got to. Then Buck’ll be a big man 
like Dr. Goodheart.’’ What greater honor could they hope for 
or what sacrifice would they not make to this end? 


PREPARING FOR CHRISTMAS 


Buck had made all his plans to spend the comnig Christmas, 
which was then drawing near, at home and the family were making 
great preparations for this reunion. The plumpest turkey of the 
flock was being fattened; Mrs. Adams was busy with the mince- 
meat, the fruit cake and Buck’s favorite delicacies. Mary and 
Josephine were gathering the holly and decorating the unpretentious 
room which was to be occupied by Buck and Ted. Luke, with 
Ted’s assistance, ran the traps, did the other outside work and got 
everything about the place in order. Everybody was on tiptoe, 
eagerly looking forward to the day and the hour when Buck would 
arrive. 


IN THE Mipst oF LiFE WE ARE IN DEATH 


Early in the afternoon of December 17, just as Luke returned 
from running his traps, a messenger came with a telegram. It was 
the first telegram ever received at the Adams’ home and before it 
had been opened, Luke, Mrs. Adams and the children all were filled 
with fear, as well they might have been. The telegram read: 


““Buck very ill. Come at once,” 


and was signed by the college physician. Having barely time to 
catch the evening train, and Buck having taken with him the only 
suit case the family owned, Luke and Mrs. Adams hurriedly threw 
a change of clothing into the family market basket and had Ted 
take them to the station just as they were. Four hours later they 
arrived at Buck’s bedside. He was conscious and recognized them, 
but the end was near. Pneumonia had done its work. ‘The prayers 
and tender nursing of that good father and mother were of no 
avail and on the sixth day following Buck peacefully passed away. 

Luke and Mrs. Adams, crushed by this cruel blow, and with 
every hope gone, immediately returned home to Ted and little Mary 
and Josephine, all arrangements for the forwarding of the remains 
being left to the college authorities. 

On that very Christmas day to which the family had looked for- 
ward with such joy and anticipation, the funeral services were held 
and that afternoon Buck was tenderly laid away in the little village 
cemetery. [hey came from far and near, both the young and the 
old, so beloved was this generous, manly boy, whose untimely death 
had made that Christmas day a day of general sorrow and mourning. 


OTHER TRIALS BEFORE THEM 
After this almost crushing ordeal was over, the family returned 
to their little farm home, bewildered, and without knowing which 
way to turn or from whence their hope for the future was to come. 
A kindly neighbor woman came in and relieved Mrs. Adams of 
the care of the house and her husband looked after the outside 
chores for Luke. Thus the bereaved family were left to meditate 
alone. Reaction from the days and nights of grief and anxiety had 

come and that night all slept from sheer exhaustion. 
But there were still other trials before them. Indeed they wert 

(Continued on page 11) 
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HOLIDAY GREETINGS 

HE SPECTATOR has received, and 
pee reciprocates, Christmas and 
\ew Year greetings from many company 
oficials and managers, and general and 
local agents. Many of the cards not only 
sive evidence of thoughtfulness, ingenuity 
anda friendly spirit, but display artistic 
efect, which adds to the pleasure of 
their recipients. Tie Specrator tenders 
its cordial good wishes to its friends for 
ahappy and prosperous year in 1923. 





EDUCATED AGENTS EDUCATE 
POLIGVHODLERS 

HE basis of confidence is knowledge. 
Policyholders’ confidence in compa- 
ties carrying insurance on their lives and 
property is based on the knowledge they 
acquire by contact with agents and brok- 
ets. Misinformed or incompletely edu- 





cated agents and brokers, all too numer- 
frequently misled 


ous, have far too 
policyholders of, or applicants for, insur- 
ance through sheer ignorance or incom- 
plete knowledge of past or current events 
in insurance. 

Company executives, managers, and 
agency supervisors are appreciative of the 
value of a well-rounded education for 
solicitors and are in general seeking ways 
aid means of improving the situation. 
Various devices have been resorted to, 
but the great majority of these seem to 
teach only a limited portion of the field 
men. Among the commendable methods 
now in use are the encouragement of in- 


struction in insurance in the higher 
schools and colleges, agency meetings to 
which large producers are eligible, pub- 
lication of company papers, conduct of 
schools of salesmanship, under personal 
tutelage as well as by mail. All these 
methods are helpful and serve as stimuli 
to the field men to seek more information. 

Of prime importance, it would seem, 
is the matter of keeping agents systemati- 
cally and regularly informed on current 
events in the business. For this purpose 
the regular reading of an insurance 
journal, preferably THE SPECTATOR, as a 
topical review of leading events of in- 
terest and importance'to the entire field 
of insurance, is essential. Along with 
this should be readily accessible policy 
information such as is found in The 
Handy Guide to Premium Rates, Appli- 
cations and Policies, as this volume pro- 
vides an authentic source of essential in- 
formation to be passed on to applicants 
and policyholders desiring information 
about their own and other companies. No 
life insurance agent’s equipment can be 
said to be complete without these two 
sources of information continuously at 
hand. For convenient pocket use and 
showing in digest form salient features 
of all leading companies, such as surren- 
der values, net cost over a period of years 
of various policy forms, etc., there is The 
Life Agents Brief, while The Life Insur- 
ance Policyholders’ Pocket Index gives a 
statistical history for a number of years 
of the financial standing and business of 
all the leading companies. All of this 
literature is prepared by The Spectator 
Company from authoritative sources, 
without prejudice or partiality; the only 
way in which accurate and dependable in- 
formation can be obtained. 

What is said of life insurance applies 
equally well to fire and casualty insur- 
ance. [Every such agent should possess 
a copy of the Fire Insurance Pocket In- 
dex, the Handy Chart of Casualty and 
Miscellaneous Insurance, Fire Insurance 
Inspection and Underwriting, The 
Agent’s Key to Fire Insurance, Fire Pre- 
vention and Protection, the Principles of 
Suretyship, The Adjuster’s Manual, and 
The Accident Insurance Manual. All such 
agents should have THE SpEcTATOR 
weekly. 

In this article only a very limited 
number of the many hundreds of insur- 


5 


ance educational works published and dis- 
tributed by The Spectator Company have 
been touched upon. 

There is no lack of information avail- 
able on any branch of insurance in the 
wide variety of publications in stock or 
readily obtainable. The important thing 
in connection with them is to induce and 
direct agents and others in the business 
to make proper and intelligent use of 
them. The many admirable agency and 
company publications afford an excellent 
medium through which to disseminate 
ideas and suggestions on the correct 
methods of reading and using insurance 
journals, while agency meetings and 
personal contact afford the best means 
of assisting intelligent use of >ther text- 
books. It is gratifying to note that 
the independent schools and colleges of 
learning have long recognized the value 
of the publications of The Spectator 
Company by making liberal use of them 
for class-room text purposes as well as 
reference reading. Companies conduct- 
ing educational courses could well be 
guided by the example of those who have 
made education their life-work. 





The Elements of Actuarial Science 


“The Elements of Actuarial Science,” by R. 
Kk. Underwood of the Commercial Union Assur- 
ance Company, Ltd., published by Sir Isaac 
Pitman & Sons, Ltd., is intended as a textbook 
upon the subject of actuarial science, and fol- 
lows the definition in the syllabus of the 
examination of the Institute of Chartered Ac- 
countants. Among its leading chapters are those 
on the theory and use of logarithms, compound 
interest, sinking funds, construction of interest 
tables, the mortality table and life annuities. 
Various tables are given showing logarithms, 
anti-logarithms, the life table, 4 per cent com- 
mutation table, and the method of construction 
of 6 per cent tables. The book, while dealing 
with actuarial science, is written in a precise 
and lucid manner, and should be of exceptional 
value to American students in the actuarial line. 
It may be purchased at $2 per copy from 
The Spectator Company. 


Equitable of Iowa Gives Christmas Dinner 

Des Moines, Iowa, December 23.—The Equi- 
table Life of Iowa sprung something new in 
the way of Christmas bonuses this year by pre- 
senting each of the 240 employees with a ham. 
The hams, procured from the Iowa Packing 
Company of Des Moines, were presented by 
President Henry S. Nollen at a big dinner given 
by the company to its employees at the Hotel 
Fort Des Moines. This is the second annual 
Christmas dinner of this sort. President Nollen 
paid the employees a very high compliment in 
his address. 
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Tommy Snooks 


and Bessie Brooks 


‘Tommy took advantage of their Sunday 
walk to ask Bessie a very important question. 
The poet does not tell us her reply, but 
Bessie, being. a sensible girl, must have con- 
sidered before she answered. For Tommy 
said, “Wilt marry me on Monday?” 


Bessie must have known that wives look 
to husbands for support. She must have 
known that a man who asks a girl to marry 
him before he has shown an inclination to 
economize properly is not apt to have much 
later on. Bessie must have known that the 
happiness of both of them would rest on 
whether Tommy had learned to spend less 


than he earned. 


So it may be that Bessie asked him if he 
had an Endowment Life Insurance policy, 
and how long he had had it. Sensible girls 
ask such questions and sensible men are 


always ready with the right answer. 


The Prudential 





Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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BOSTON LIFE UNDERWRITERS ELECT 

Robert W. Moore Succeeds F. W. Ganse as 
President 


Boston, Mass., December 23.—Robert W. 
Moore, Jr., well known in life insurance circles 
as “Bob” Moore, was elected president of the 
Boston Life Underwriters Association at its 
annual meeting at the Copley Plaza Hotel, 
Tuesday evening. He is the Moore of Moore 
& Summers, the home office general agency 
of the New England Mutual Life, and has for 
some time past been among the leaders in the 
“producers’ list” for that company. He is the 
youngest president that the association has ever 
had. Mr. Moore has served as vice-president 
and secretary of the local association and a 
year ago was the representative of the president 
of the National Association for the New Eng- 
land States. 

The other new officers of the Boston Life 
Underwriters who will assume their new duties 
as of January I are: Vice-presidents, Clinton 
A. Ferguson of the State Mutual of Worcester, 
and Lloyd K. Allen of the Union Central of 
Cincinnati; secretary and treasurer, Harold G, 
Saul of the John Hancock Mutual; chairman 
of executive committee, Edward I. Brown of 
the Phoenix Mutual; members of the executive 
committee, Charles Jenny, George H. Crosbie, 
William B. Phelps, George H. Spillane, P. J. 
Craffey and A. Stanford Wright. 

Over 125 members sat down to the annual 
dinner, which was presided over by the retir- 
ing president, Franklin W. Ganse. During the 
dinner music was furnished by a “jazz” 
orchestra and soloists from the boys’ choir of 
Trinity Church. 

The principal speakers of the evening were: 
Winslow Russell, vice-president and agency 
manager of the Phoenix Mutual of Hartford, 
whose subject was “For the Good of Us All,” 
and the Rev. Frederick Olsen of South Port- 
land, Me., who delivered an inspiring address on 
the “Calamity and Conquests of King Capital.” 


Eleventh Carnegie Class Graduates 

The eleventh class in the School of Life In- 
surance Salesmanship at Carnegie Institute of 
Technology, Pittsburgh, was graduated Decem- 
ber 15, and entered upon its year of probation- 
ary field experience which precedes the issuance 
of the formal certificate of graduation from this 
famous school. 

Applications are already being received for 
the new class opening January 2 from students 
residing in every part of this country and 
Canada and the indications are that the class 
will be made up of the same type of enthusiastic 
salesmen, new and old, as the one just finished. 


The Art of Insurance Salesmanship 
Concerning the above-named book, Edward 
A. Woods of Pittsburgh wrote William Alex- 
ander, its author, as follows: 
“T am again confirmed in my belief that your 
last book, ‘The Art of Insurance Salesmanship, 
is the best you have ever written and of more 


general value.” 
This excellent work is published by The 
Spectator Company and sells at $2 per copy: 








ni 


in’ 
in 
ig 
in! 


val 





‘hursday 


> ELECT 


Ganse as 


obert W. 
1ce Circles 
nt of the 
on at its 
za Hotel, 
of Moore 
al agency 
id has for 
ers in the 
He is the 
1 has ever 
-president 
on and a 
president 
New Eng- 


ston Life 
lew duties 
s, Clinton 
Vorcester, 
entral of 
larold G. 
chairman 
Brown of 
executive 
. Crosbie, 
ine, Pay 


1e annual 
the retir- 
uring the 
a “jazz” 
choir of 


ng were: 
1 agency 
Hartford, 
Us All,” 
ath Port- 
ddress on 
Capital.” 


sates 

Life In- 
stitute of 
1 Decem- 
robation- 
» issuance 
from this 


sived for 
| students 
ntry and 
the class 
thusiastic 
- finished. 


iship 
Edward 
im Alex- 


that your 
manship, 
of more 


by The 


r copy: 





December 28, 1922 


SPECTATOR 


THE 





Life Insurance 








Fallacies About Advertising 


Contributed to Tue Specrator by William Alexander 


I have talked with many of the clever adver- 
tising men who are so skilful in framing the 
seductive advertisements that help sell com- 
modities. They often cite facts which I recog- 
nize as true, and then draw false conclusions. 
For example, they say, “Life insurance is as de- 
pendent on advertising as any other business, 
and if a life insurance company stopped ad- 
yertising failure would be inevitable.” This is 
true. But when they say, “Consequently, the 
kind of advertising that sells ordinary com- 
modities will sell life insurance,” they fall into 
error. 

They know what will sell commodities, but 
they do not know what will sell insurance. This 
is because they overlook the fact that life in- 
surance is in some respects unique. Apparently 
they do not understand the insurance business, 
or know that provision for general advertising 
js not made by the companies in the contracts 
they make with their agents. 

People want tea, and coffee, and books, and 
tobacco, and automobiles; and skilfully worded 
advertisements in the newspapers and maga- 
zines describe these commodities and tell where 
they can be obtained. Cunningly devised ad- 
vertisements explaining the value of life insur- 
ance and telling where it can be obtained are 
displayed as conspicuously, and the result ts 
negligible. Why? Either because people do not 
want life insurance or because they are un- 
willing to exercise sufficient self-denial to pay 
for it, or because they prefer to postpone 
action until a more convenient season. They 
may recognize the value of insurance and their 
own responsibilities, but they are not prepared 
to sacrifice present comforts for future bene- 
fits. Now, when a man neglects his duty he 
does not like to be reminded of it, and so when 
his eye rests on an insurance advertisement, 
instead of reading it he avoids it. 

The advertisements that the insurance compa- 
nes have inserted in newspapers and magazines 
have not been without value, but the money 
spent for them could have been used in other 
ways to greater advantage. There are many 
other ways of advertising life insurance. The 
most important way is to send soliciting agents 
into the field to arrest the attention, awaken the 
interest, and stimulate the action of those who 
ignore newspaper advertisements that advocate 
insurance. 

Another kind of advertising which is of enor- 
mous value, and costs absolutely nothing, is the 
favorable publicity given to life insurance by 
startling events, such as the influenza-pneumonia 
epidemic that swept through this land a few 
years ago, and which mowed down the young 
as well as the old, illustrating the uncertainty of 
life, and emphasizing the fact that death is no 
Tespecter of persons. But the chief advertising 
Value of this calamitous visitation was that, as a 
result the insurance companies paid death claims 
mM every city, town and hamlet in the United 
States, thus demonstrating the great protective 
Value of insurance. 


Another good advertisement for the companies 
was the entrance of our government into the 
insurance business. This action made people 
sit up and take notice. Thus the layman who 
had neglected to insure was reminded of his 
duty to his family when he observed that the 
government deemed it essential for a young, 
unmarried soldier to have the protection of a 
$10,000 policy. 

Occasionally someone takes the trouble to 
read an insurance advertisement and applies to 
the company for information, but when the case 
is followed up it may turn out that the inquiry 
was prompted simply by the curiosity of a 
penniless man too old to insure. But the letters 
and leaflets sent out by the companies are ad- 
dressed to responsible citizens, and advertise- 
ments of this kind cost little as compared with 
newspaper advertisements. The responses, 
moreover, are far more numerous and can be 
promptly followed up; and not only is the profit 
greater, but there is less waste of time and 
energy. 

But someone may say, “If this be true, why 
do the insurance companies advertise in the in- 
surance journals?” The answer is not far to 
seek. They do not advertise in such periodicals 
with the idea that the advertisements will help 
directly in selling insurance, but for other rea- 
sons. One of the most important reasons is 
that these journals aid the insurance companies 
in finding agents, and assist in the training of 
these agents by publishing from week to week 
and from month to month articles by competent 
writers giving expert advice as to the best 
methods of canvassing. 

Again the question may be asked, “Do you 
then advise the life insurance companies to give 
up advertising in the newspapers?” No. It is 
appropriate to publish at the beginning of the 
year, for the information of policyholders, an 
abstract of each company’s progress during the 
previous year, and its position at the end of 
the year; and the little notices that agents place 
at their own expense in their local papers are 
profitable. But most of the newspaper adver- 
tisements that the companies have published in 
the past have been ignored by the people. 

It is my impression that the earliest contribu- 
tions to what might be called human interest ad- 
vertisements were written for A. T. Stewart. 
However that may be, John Wanamaker’s suc- 
cess was largely due to advertising. And if the 
time ever comes when our people will be as 
eager to secure life insurance as they are to 
obtain food, clothing and shelter to supply their 
immediate needs, newspaper advertising will 
have a new value for the life insurance com- 
panies. It is said that the little messages ac- 
companying the Wanamaker advertisements 
were actually written by John Wanamaker him- 
self, and here is one in which he advocated life 
insurance : 

“Trt Is ALMGst A CRIME TO Brinc UP a 

FAMILY 
in affluence and for its master or chief not to 
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arrange his affairs so that they shall not be ex- 
posed to sudden and severe poverty in case of 
death, when, by forethought and the help of 
substantial insurance companies, he can put 
something aside out of his earnings for the 
mother and each child without being dishonest 
with his creditors. 
JoHN WANAMAKER.” 


But if all the legal reserve companies would 
unite in a gigantic advertising campaign in the 
newspapers, it would pay. These advertisements 
would be so striking and conspicuous that they 
would arrest the attention of our people, and 
constrain them to listen to the great message 
which would thus be brought to their attention. 
Then, if the message were delivered in the right 
way, it would compel interest and prepare the 
way for successful work on the part of the agents 
of these companies. But, in my opinion, half 
measures would be futile. Attempts have been 
made by small groups of companies to arrest 
the attention of our people and stimulate their 
action, and these schemes have cost more than 
they have been worth. 

Until all the companies are ready to unite in 
one great movement, it is my belief that no im- 
portant progress will be possible. And as the 
companies are not ready to unite, a campaign 
of education must precede such an advertising 
campaign. 


A Peril of Civilization 


An article in the current SPECTATOR, an in- 
surance journal published in New York, lays 
a set of statistics upon suicide before the pub- 
lic which, though they should not daunt, ought 
to be considered as of importance in any sur- 
vey of our national well-being. 

Dr. Frederick L. Hoffman, consulting statis- 
tician of the Prudential, sets the suicide rate 
in I192I as 15.7 per 100,000 of population. .He 
investigated a charge published recently that 
the first six months of 1922 showed more sui- 
cides than the corresponding period last year, 
and found it contrary to the facts; the total 
number this year was slightly jess. But he 
estimates that during last year in the country 
at large probably some 15,000 persons took their 
own lives. His tables showing the distribution 
of suicides through ninety-five cities in the coun- 
try, and of suicides classified by sex and method, 
should arrest the attention of those persons 
whose work lies toward arresting bad tendencies 
in general life and removing causes of evil. 

Overwhelming details show that suicides on 
the Pacific coast and the Western slope far 
outnumber those in the East. The Horatian 
aphorism that men change their sky but not 
their nature may be borne out again in this 
finding, since the Far West and Southwest is 
sought as asylum by many discouraged through 
ill health or other failure to hold their own in 
their world. Yet so grave a preponderance of 
this peril of a “high civilization” should receive 
more extended study and research—New York 


Sun. 





Drive for Membership 

The Life Underwriters Association is con- 
ducting a campaign to double its membership 
and has sent out to every member an applica- 
tion blank with the request that a new member 
be found. The campaign is in accordance with 
the purposes of the National Association of Life 
Underwriters, which is making an effort to 
largely increase its membership before the open- 
ing of the new year. 
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John Morrison Makes a Second New Year’s Resoluti 
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“HAPPY NEW YEAR, BOSS.” : 
va 
John Morrison’s answer to the elevator man’s cheery greeting was a silver dollar and this bit of philosophy. in 
“It’s a fine old world, Sam:” Sam’s “Yes, Sir’? was emphasized by the grin which set itself upon the broad expanse of lip St 
characteristic of his race. ef 
A few minutes later as John Morrison entered his office and viewed the mail upon his desk, his vim and zest for living cooled- se 
He knew what that “first of the month’? mail contained, and upen looking it over, was not disappointed—bills, bills, a personal letter th 
or two, and because it was January 1, a bright new calendar and his Jatest insurance magazine. As he opened the last bill o1 the his 
month’s accumulation, he murmured to himself: ‘Fine chance we have for that real vacation I’ve been promising myself and the h 
wife for the last couple of years. It looks impossible even now and July is yet seven months away.”? Then, to regain some of his 
enthusiasm, he listlessly opened his new insurance magazine. As he turned the pages, the caption ‘‘On to the Pacific Coast” ar- an 
rested his attention. Unconsciously his desire for that vacation forced him to read what followed. And, as he read, he repeated mi 

almost audibly the words: ‘$250,000 of Surplus Business (standard or substandard) and you can enjoy a trip to the Pacific Coast 


with the livest group of insurance men in America . . . Accident and Group business will also help you earn this trip. . . . At- 
tractive policies in Life, Accident, Health, Group.’’ As John repeated the words to himself, that vacation trip did not seem impossi- 
ble—did not seem a dream forever receding from his grasp. 


Surplus business, he had plenty of it in his daily practice. And, hastily, he recounted to himself the prospects who came to his 
mind immediately—Harry Ownall who should have another $50,000 Life policy—the Smith Manufacturing Company and the Dewitt 
Grocery Company, both companies he had long thought were prospects for Group Insurance, and then, many of his Life policyholders 
who he knew should have Accident Protection. All of these cases constituted business which his own Company could not handle 
and which he had been unable to touch because he had had no single channel through which to place them, but, it was Surplus busi- | 
ness which he could easily grasp in his daily canvass. John smiled in contemplation of the vacation which this Surplus business 
promised and looked again at the bright calendar. Once more he counted the months until June 30—an average of only $50,000 in 
surplus business a month for six months and that trip to the Pacific Coast will be assured. Right then John made a second New 
Year’s resolution, which if expressed aloud would have sounded this wise: ‘‘Resolved, that I will seize all Surplus business which 
comes within my grasp so that I may offer my policyholders the fullest service, and at the same time increase my regular business, 
as well as earn a trip to the Pacific Coast.’? And then John said to himself with conviction, “It’s a fine old world.” 


What is the end of the story? A glimpse into the future—July 1923—-gives you the finale in more eloquent terms than any 
words we might employ. John Morrison is seated on the veranda of one of the big hotels on the Pacific Coast exchanging business 
experiences with some of the most successful insurance men in the United States. The Quarter Million Club Convention of the 
Missouri State Life Insurance Company is in progress and John is a guest of the Company at the Convention. He earned the trip 
on Surplus business. At the same time he has increased his business with his own Company; first, because he has had more time 
to devote to it, and secondly, because the increased service which he had to offer has enabled him to multiply the number of pros- 
pects with whom he contacts daily. 


It is the story of John Morrison, but to make it your own story, repeat to yourself the second New Year’s resolution of John 
Morrison. The rewards which you saw in store for him will come to you. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE, ST. LOUIS 


| LIFE ACCIDENT HEALTH GROUP | 
































Bankers Life Making Records tory of the company by $500,000, officials said, —A “Safety Week” will be conducted in Richmond, 
Des Mornes, Iowa, December 23.—The and brought up the total for 1922 up to $130,- Va., from January 14 to January 20, under the auspices 
aw if I — ere cine 000. of the Richmond Automobile Club. The publicity com- 
an sain = ere ey sae " ‘ mittee of the club has charge of arranging the program. 
Moines is used to breaking records, but even ities 
the officials were pleasedly surprised one day —Among the companies which have issued useful 
5 calendars for 1923 are the Pacific Mutual Life of Los —-Live Articles on Special Hazards, No. 18, has 


last week when the agents turned in new busi- 
ness of $1,500,000 for a single day’s business. 
This was the biggest day’s business in the his- 


Angeles, the Confederation Life of Toronto, the Mon- 


arch Life of Winnipeg and the Ontario Equitable Life 


and Accident of Waterloo. 
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been issued by the Underwriter Printing & Publish- 
ing Co. It contains over 200 pages and embraces 
articles concerning over .thirty classes of hazards. 
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Governor-Elect Smith Recognizes Great Value 


stitution. Governor Smith 
is one of the most prominent 
State executives in the na- 
tion, and is at the same time 
among the most popular 
political figures in either the 
Democratic or the Repub- 
lian parties. Because of 
this, his opinion on life in- 
surance should prove in- 
valuable to the selling agents 
in New York and in other 
States. The fact that Gov- 
ernor Smith rose from the 
ranks has endeared him to 
the public as a whole, and 
his fairness and sound policy 
have brought him fame 
among the legal and political 
minds in the country. His 


Governor-elect of 





of Life Insurance 


In a letter written to the editor of THE 
Spectator, Alfred E. Smith, 
the State of New York, has set forth his views 
on life insurance and has given the reasons for 
his whole-hearted endorsement of this great in- 


views on the subject of life insurance are, on 
that account, doubly desirable. That he has the 
complete confidence of the people of the State 
of New York was evidenced during his first 
term of office and again in the recent campaign, 


when he was re-elected by a 
majority of nearly 400,000. 
So overwhelming was the 
vote of the people in his 
favor that it is hard to de- 
cide which was the greater— 
the success of his party or 
the personal triumph of the 
Governor-elect. 

The opinions of men who 
have won recognition at the 
hands of the public and the 
nation always carry weight, 
and when those opinions em- 
brace views upon life insur- 
ance they are the means of 
still further broadening the 
scope of this great industry. 
Tue Spectrator has, from 
time to time, sought the 


25 OLIVER STREET 


NEW YORK CITY 


December 14, 1922 | 


(To the Editor of TH& SPECTATOR) 


Dear Sir: 


Life Insurance is a beneficent form of saving. 


Any impulse toward thrift should be encouraged and proper- 


ly managed life insurance is an effective expression of 


that far-seeing type of economy which should be encouraged 


in the American people. 


Every man has obligations to 


others besides himself and must plan his future with the 


view to tnose relationships. 


Life insurance is a simple 


and effective method of compulsory saving. I believe in 


Very truly yours, 


it strongly. 


AES/r 


views of such men on life insurance, placing 
them before its readers both for their intrinsic 
worth and for the tremendous influence they are 
capable of exerting. The service thus rendered 
has proved invaluable in pointing out to the 
people of the country the economic necessity 
for purchasing life insurance and has appre- 
ciably added to the wealth and prosperity of 
the nation. The letter from Governor Smith 
has been photographed and is presented here, 
together with a late portrait of the executive- 
elect. 


PROMOTIONS IN AMERICA FORE 
Many Officers Are Advanced—New Vice- 
Presidents Created 

A directors’ meeting of the America Fore 
Companies decided on many changes among the 
official personnel, one of the most important of 
which was the elimination of numerical designa- 
tion in the presidential offices. Because of this 
step, which was taken to permit recognition of 
their meritorious service, J. R. Wilbur and 
William Quaid, formerly second vice-presidents, 
become vice-presidents of the Continental. 
Sidney R. Kennedy becomes vice-president of 
the Fidelity-Phenix, while Alfred Stinson, in 
charge of the Western department, also becomes 
a vice-president. Herbert E. Maxon was ap- 
pointed to be vice-president and secretary of 
the American Eagle, while John W. Clarke was 
made assistant secretary. Other promotions 
in the Continental include that of O. F. Grover 
to the post of secretary and William F. Dooley 
to be assistant secretary. 

All the men promoted have served the com- 
panies for some time and all have a thorough 
experience gained at first hand by means of 
earned promotion. Many of the new officers 
rose from the agency ranks and became suc- 
cessively agency superintendents and assistant 
secretaries, being finally advanced to their new 
positions in recognition of their service and 
worth. 


Journal of the Institute of Actuaries— 
Part III 

No. 279, dated November, 1922, being Part 
III of: Volume LIII of the Journal of the In- 
stitute of Actuaries, has been issued. This 
part embraces 186 pages, and contains the 
following contributions, with discussions upon 
the two first named: 

Austrian National: Life Tables, by George 
William Richmond, F. I. A. 

On the Valuation a Endowment Assurances, 
by Select Tables, by Edward Harold Brown, 
F. I. A. of the Prudential Assurance Company. 

Local Government and Other Officers Super- 
annuation Act, 1922 

Legal Notes, by Robert Allen Bateman, B. 
Sc. (Econ.), barrister-at-law. 

Actuarial Note: Extra Premiums on Lim- 
ited Payment Policies. 

Reviews. 

Original Tables: English Life Table No. 8. 
Force of Mortality and 3% per cent functions. 

The Institute of Actuaries; information as to 
annual meeting, library, examinations, etc. 

Part III, No. 279, may be obtained through 
The Spectator Company at $2.50 per copy. 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 


45.17% 


of the new business issued by The Northwestern Mutual Life 
Insurance Company in 1921 was upon applications of mem« 
bers previously insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern 
business policy of 


Careful Selection 

No Foreign Business 
Insuring Only Males 
Low Death Rate 

Safe Investments 
Efficient Management 
Liberal Policy Contracts 
Low Expenses 


Purely American 

Purely Mutual 

No Brokerage 

No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 
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The Policyholders’ Company 
The Northwestern Mutual Life Insurance Company 


of Milwaukee, Wisconsin 




















PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


i 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











SUBSTANTIAL GAINS 





along all lines is shown by the sixteenth an- 


nual statement as of December 31, 1921. 
ADMITTED ASSETS OVER $2,000,000 


For LIBERAL AGENCY CONTRACTS to 
sell MODERN ATTRACTIVE POLICIES 
at REASONABLE PREMIUM RATES in 
PROSPEROUS TEXAS. 


ADDRESS 


FORT WORTH LIFE 
Insurance Company 
FORT WORTH TEXAS 
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Buck’s Will 
(Continued from page 4) 

already upon them. The little they had saved 
jn past years was now gone, and they also had 
been forced to borrow on the farm to enable 
Buck to return for the last year of his college 
course. And that was not all. They had bor- 
rowed from the village storekeeper to pay their 
expenses to Buck’s bedside and return. And 
there were the doctor and the undertaker—they 
had yet to be paid. Luke was compelled to 
think of these things. They had been forced 
upon him by fate, and-there was no escape. 

Late in the afternoon of the day following 
Christmas, when the family were meditating 
together before the big open fireplace, and a 
heavy snow was falling, there came a rap at the 
door. Who should it be but that kindly old 
family friend, Dr. Goodheart, who had brought 
Buck, as well as the other three children into 
the world. He was not only the family doctor, 
but the family’s friend and adviser, and no voice 
could be so welcome or mean so much to them 
at this time as the voice of Dr. Goodheart. 

The one big room in the Adams’ modest 
home was a combination parlor, living and 
dining room. The large dining table, with the 
chairs in their places around it, was in the 
center, and as these were the only chairs in the 
room, the doctor and the family were seated 
around this table. 


THE WILL 


“It is with a good deal of reluctance,” began 
the doctor in his kindly way, “that I intrude 
upon the quiet of the family at such a time as 
this, but knowing that you are now passing 
through the greatest trial of your lives, I could 
not wait until later to come and offer my sym- 
pathy and my services. While Buck’s virtues 
and manly qualities were well known to every- 
one in this community, I believe I knew him 
better than anyone else; in some respects better 
even than you, Luke, or his mother knew him.” 

“But how could he be taken away when he 
was so much to us and to these children?” 
interrupted Mrs. Adams through her tears. 

“Yes,” answered stalwart Luke, “Buck was 
everything to us. Now me and Ted’ll have 
t'do our best, won’t we, Ted? But how we're 
goin’ t’keep this place ’s more’n I know. Ted 
and the girls won’t have much schoolin’ as I 
kin see. But they’ll be some way. They allus 
has,” 

Dr. Goodheart looked first at Mrs. Adams, 
then straight at Luke, and slowly and in a low 
voice asked: 

“Are you aware that Buck left a will 

“A will?” said Mrs. Adams, startled, “why, 
that poor boy had nothing to will.” 

“No,” said Luke, “a man’s got to have prop- 
erty fore he kin make a will.” 

After a short pause, Dr. Goodheart slowly 
drew form his inside pocket a long, white, well- 
filled envelope, and placing it on the table be- 
fore him, said, with much feeling: 

“This document is Buck’s last will and testa- 
ment. It gives to his father and mother $3000 
in cash for their use and for the use and edu- 
cation of his brother Ted and these two little 
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sisters, Mary and Josephine.” 

“Oh, that can’t be, when Buck had no 
money,” interposed Mrs. Adams. “There must 
be some mistake.” 

“?’Pears that a-way to me, too,” said Luke. 
“How kin a body will money when he hain’t 
got it to will? That’s what gits me.” 


Buck’s GREATNESS REVEALED 

“Let me explain,” said Dr. Goodheart. 
“Shortly before Buck left for his first college 
term he came to my office and said he wished 
to talk with me confidentially. When we had 
seated ourselves in the back office, he began: 

““T)r. Goodheart,’ said he, ‘you know I am 
anxious for an education and want to study 
medicine. You know that father and mother 
have decided to send me away to college, and 
you know that, as poor as they are, it is an 
awful sacrifice for them to make. It would be 
a sacrifice for Ted and the girls too, because 
it will take every penny the family has or can 
get to put me through. They will be staking 
everything they have in the world, not only on 
my success, but on my life. I have read some 
about life insurance and have talked with 
several about it, and all say it is a good thing. 
Now I have decided not to go to college unless 
I can be assured from the very day I leave that 
if anything happened to me father and mother 
would be repaid for all they had done for me, 
and that Ted and my little sisters would have 
the same advantages which they are so willing 
that I should have, even at a great sacrifice to 
themselves. Unless you know of some better 
way, I wish you would tell me where I can 
get the necessary information and learn if it 
would be possible for me to get insurance.’ 

“T sent for the agent of a good company for 
which I am the examiner,” continued the 
doctor, “and Buck made application for a 
$3000 policy, with the understanding that the 
transaction was to be confidential, and that I 
should keep the policy in my safe subject to his 
call or deliver it to you in case anything hap- 
pened to him. Therefore, in leaving this will 
with you, I am only complying with Buck’s last 
request and carrying out my promise to him.” 


GREAT OAKS FROM LITTLE AcoRNS GROW 


The small mortgage was lifted, the funeral 
expenses and other bills and debts were paid, 
and that broken family was given new hope, 
new vision, new life. Although Buck is no 
longer present to cheer and comfort them, his 
spirit will be with them always, his manly vir- 
tues will be an example before them and his 
memory will be an inspiration through all the 
days of their lives. 

What more could years alone have added to 
Buck’s glory? 

Luke and Mrs. Adams are living comfort- 
ably on the old home place; Mary is married 
to the son of the storekeeper; Josephine is 
teaching and Ted succeeds old Dr. Goodheart, 
now deceased, as the village physician. 

Although Buck’s days were cut short, he 
nevertheless built a monument to his memory, 
and by his noble act did for his parents and the 
children the very things which were in his heart 
to do and which he had planned to do if he had 
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lived. And in no other way could this have 
been accomplished. 

How many good fathers and mothers are 
toiling, skimping and denying themselves to 
give their boys an education and to have them 
home at Christmas time? How many of these 
boys think of this and have done the manly 
thing that this poor farmer boy did to lighten 
the burden of the folks at home and to make 
their future safe? How many Buck Adams 
are there in our colleges today? There are 


many. F 


AETNA LIFE INSURES EMPLOYEES 


Employees in Service Over Six Months Re- 
ceive $500 of Insurance 


President M. B. Brainard of the A®tna 
Affiliated Companies has announced a: complete 
group insurance plan for the employees. of the 
three 7Atna companies. 

Under this plan, all employees who have com- 
pleted six months’ service will be insured for 
$500 without cost to them. Each employee may 
take out additional insurance for a_ stated 
monthly contribution. 

In order that employees may have ample 
time to decide whether or not they wish to apply 
for this additional insurance it has been decided 
to make it effective on December 25, and will 
be paid for in full by the company up to the 
first of February, 1923; thereafter, the addi- 
tional insurance is to be carried by employees. 

The insurance will be paid in the event of 
death from any cause, or in the case of total 
or permanent disability occurring before the age 
of sixty years. At termination of employment 
the employee is entitled to convert his insurance 
without medical examination to any regular 
7Etna life or endowment plan. 


Wesleyan and General Officers to Visit 
America 


A. L. Hunt, general manager of the Wesleyan 
and General Assurance Society of Birmingham, 
England, and E. William Phillips, an actuary 
of that company, will visit the United States 
next spring and spend several weeks in studying 
life insurance methods in this country. They 
plan to visit a number of the larger cities in 
the United States and Canada. 


The Guardian Life, New York 


In the table “Mortgage Loans and Interest 
Receipts of Life Insurance Companies” appear- 
ing in the December 14 issue of THE SPECTATOR 
the rate of interest received on mean mortgage 
loans for the Guardian Life of New York 
should have been 5.64 per cent and not 4.21 per 
cent. 


Prominent Patrons of Life Insurance 


“T consider ‘Prominent Patrons of Life In- 
surance’ one of the best helps to any solicitor 
in stimulating interest in all classes to buy 
more life insurance. I have used it with profit 
in soliciting during twenty years past.”—C. C. 
Griffith, Dainville, IIl. 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1922 


ADS 2 ea ee PnP Yc ty. hoger d ee 
SURPLUS IN UNITED STATES........... $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE...... ..$50,129,109.21 














THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS y ELEVATOR 
COMPENSATION “oe . PNA GENERAL LIABILITY 
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poet Aud VE 
= fs Py reel ~ 
Established aa 1869 


LONDON GUARANTEE & ACCIDENT CO, Ltd., °rsenpor 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 








F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, 

Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, Mags. 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GIUILLIAM STSEET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 


Reserve for Unearned Premiums..... $1,149,297.48 


(ClCn? DOA Se erent 257,293.41 

Ne rh tiia saws anon ual $500,000.00 

RE SHERI. 5 nie is </sie'e sis) ciaisiviciareinivie s\ sic OOPOO ESTO 

Surplus to Policyhholders. .............0sccceeees 1,488,687.75 
Motal Assets. .......cc6c00060008 2,805:278:64 

Wm. H. Palmer, President E. B. Addison, Vice President™ 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $1,250,000.00 


Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 








~ BASTERN DEPARTMENT WESTERN DEPARTMENT | 
D. H. DUNHAM, President NEAL BASSETT, V.P. and Mgr. 
ice-Pres. 
A. Fe x GER, Sec’y Ww. Tf. BASSETT, Ass’t Manager 
NEWARK, N. j. CHICAGO, ILL. 
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THE NEW YEAR 
and Your Agency 


1. You stand back of the prosperity of your town 
by safeguarding it with insurance. 


For this reason, you occupy a prominent posi- 
tion in the financial and business life of your 
community. 


2. You sell a contract of indemnity that in case 
of loss becomes a negotiable instrument. 


You are reiied upon for 100 cents on every dol- 
lar of loss sustained. 


3. Your policies are accepted without a question 
by your clients. 
You are expected to furnish full protection. 


4. You are the personal contact between the 
company and the public. 
We rely upon your good judgment. 


FIDELIT Y-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York 
HENRY EVANS 





Chairman of the Board ag : 
C. R. STREET | 
President oP RIE $5,000,000.00 : 
Chicago Montreal San Francisco | 
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The Common Hazards of Fire Insurance 

A book on the above-named subject has 
been written by W. G. Kubler Ridley, of the 
Legal Insurance Company of London, and pub- 
lished by Sir Isaac Pitman & Sons, Ltd. 

It gives technical information relating to the 
common hazards of fire incidental to a variety 
of trades and industries, and follows the 
series of lectures given by Mr. Dudley at the 
classes of the Insurance Institute of London. 
The book deals with the various common in- 
terior, structural and moral hazards of different 
risks, and has, in addition, treatises on many 
of the more hazardous goods and trades. This 
publication would be of interest in the under- 
writing departments of the various American 
companies as a reference work. It may be ob- 
tained at $2 per copy from The Spectator 
Company. 

Motor Insurance 

A book entitled “Motor Insurance,” by W. F. 
Todd of the Ocean Accident and Guarantee 
Corporation, Ltd., has been published by Sir 
Isaac Pitman & Sons, Ltd. It is a textbook 
and manual of explanation of motor insurance 
practice, a discussion of the various classes of 
motor vehicle, and also of the classes of cover- 
age. Sample policies and endorsements are 
shown, and also illustratiohs of various types 
of cars. The method of rating and the settle- 
ment of claims practiced in England is fully 
covered. Appendices contain the Motor Car 
Act, various statutory rules and orders, and 
regulations for the registration and licensing of 
motor vehicles. This work is obtainable at $2.50 
per copy through The Spectator Company. 

Run of Fires in Iowa 

Des Motnes, Iowa. December 22.—Fires con- 
tinue to swamp Iowa adjusters and insurance 
men. Reports are coming in every day of con- 
flagrations in various sections of the State. 
Marion reported a fire of $150,000 in the busi- 
ness section, and had it not been for the Cedar 
Rapids department the entire business section 
of the Linn county capital would have gone up 
in flames. 

The Government armory at Ames College 
was consumed Sunday. State agents are in- 
vestigating reports that the blaze was started 
by an expelled student who sought to get even 
with some one, but the college authorities scout 
this theory. The structure was supposed to be 
fireproof. 
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NEW YORK SURVEYS 

As to Uncollected Premiums. — Recent 
statements in the press have called attention to 
the fact that under normal conditions—and ab- 
normal, for that matter—one-fourth of the pre- 
miums of fire insurance are always due. That 
is, the three months’ credit is taken advantage 
of to a large extent. The suggestion has been 
put forward that inasmuch as the life insur- 
ance policy is not effective until the premium is 
paid, the same rule might be adopted for fire 
insurance. The cases are not parallel, however, 
because the life insurance policy is not subject 
to much, if any, checking when it reaches the 
insured. In cther words, the preliminaries be- 
fore the contract is entered into have taken care 
of all the debatable points, except the payment 
of the premium, but in fire insurance it is ad- 
mitted that there must be time for a careful 
examination of the policy, and if that be all 
rght it may be that conditions have changed 
so that not as much insurance is required. The 
hasic thought is all right, but the exact parallel 
with life insurance does not apply, though im- 
proved conditions might be developed. 

As to Loss Adjustments.—It would ap- 
pear that there is a growing feeling of unrest 
in regard to the question of loss settlements. 
This is not only true of New York city, but is 
true of the country as a whole, and perhaps it 
would be best for the companies to take hold 
of this matter and straighten it out and not 
wait for some outside forces to do it. The 
adjusters pay out about 55 per cent of every 
dollar collected in premiums, and there is all 
the difference to the companies and to the pub- 
lic as to whether the amount paid is a just 
amount, or a little more. 

As to Brokers’ Certificates——One of the 
problems which is slowly working its way out 
to a solution is the status of brokers’ certificates. 
Ever since the Exchange was organized a cer- 
tificate has been issued, and this practice has 
been continued since the State in 1910 took up 
the licensing of brokers. It is now pretty well 
agreed that the rating division will be obliged 
to issue a certificate to anyone holding a State 
license. If that be so, the question may well be 
argued, why issue the certificate at all? There 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Preside:et 


is, however, one reason, and that is that the 
brokers are trusted for a certain period of time 
with policies the premiums for which do not 
have to be paid at once. It has always been pos- 
sible for the Rating Organization to act quite 
promptly on those cases where the evidence was 
clear that the premiums had been collected and 
not paid over to the insurance company. 
Whether that will be sufficient to found a basis 
on which to continue the certificate is a debatable 
question, but a secondary reason, or, rather, a 
second reason will be the fact that the signing 
of the certificate means the acceptance of a 
distinct limitation on commissions. 


BOSTON AND VICINITY 

C. E. Clutia Brought East.—Vice-Presi- 
dent H. Belden Sly of the Employers Fire In- 
surance Company announces that C. E. Clutia, 
assistant manager since 1908 of the Western de- 
partment of the Providence Washington Insur- 
ance Company at Chicago, will become asso- 
ciated with the company at the home office in 
Boston in the capacity of superintendent of 











agencies, as of January I. 

Fire Alarm Companies Merge. — The 
Boston Automstic Fire Alarm Company has 
this week purchased the business of the Auxil- 
iary Fire Alarm Company of Boston. This 
change took place following the retirement of 
Frederick A. Swan, manager of the Auxiliary 
Alarm, whose business consisted of auxiliarized 
private city fire alarm boxes installed in hos- 
pitals, mercantile establishments, and the like. 
The Boston Automatic will maintain the busi- 
ness purchased as a distinct service. 

Placed Under Dean Schedule.—Brockton, 
Mass., has just been placed under Dean Sched- 
ule rating, under the classification of third class 
National Board grading. 

American Central Elected.—Special Agent 
Kenneth Cookingham, of the American Central 
for the State of Maine, has been elected to ac- 
tive membership in the New England Insurance 
Exchange. 


—It is announced that the per capita fire loss of 
Petersburg, Va., during the month of November is 11% 
cents. Total fire loss for the month amounted to 
$4767.40. 
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The New Adventure 


Each New Year offers another adventure along 
the highway of life. Much of the charm and 
brightness of the days ahead will come from 
the hand clasp of fellow travelers. 

The spirit of that aid, which is Good Cheer 
itself, exists in the understanding between the 
Home Office and the field men of The Lincoln 
National Life Insurance Company. 

The brotherhood bonds between the men who 
carry the rate book, who truly represent the 
Company in their neighborhood, and their 
Home Office co-workers who give them all the 
assistance possible in every detail of their effort, 
is an inspiration to all who are familiar with 
Lincoln Life Service. 

This hand clasp of genuine co-operation 


makes it pay to 
(Unk uP (wim THE (() LINCOLN) 


The Lincoln National Life 
[ BEE Insurance Co. 

“Its Name Indicates Its Character’’ 
Lincoin Life Building, FORT WAYNE, IND. 


Now More Than $225,000,000 in Force 























WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: i” 
Chicago Grand Rapids Indianapolist] Ft. Wayne i 


St. Louis Kansas City Springfield, Mo.%Louisville 
Topeka Salina jLeavenworth Lincoln, Nebr. 


We want men who can meet the following require- 


ments: 
A.—Men of good reputation, honest, and willing 
to WORK. 
B.—Men of SUCCESSFUL life insurance experi- 
ence. 


C.—Men who are good PERSONAL producers. 
D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


To men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a “Selling Propeller’? which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 
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CAsH AND Loan VatLueEs 
All policies, except term policies, have cash 
' surrender or loan values of varying amounts 
after they have been in force a while. With 
scme companies these values are not available 














































































f until after three full premiums have been paid, 
while others grant these values after shorter 
periods—one year or two years, as the case 
may be. These values are for use in emer- 
gencies only, as, for example, when the insured 
has to surrender his policy because of great 
financial misfortune or has to borrow on it in 
some such an emergency as illness or death in 
his family. These cash surrender or loan val- 
ues are stated fully in every policy, but should 
seldom, if ever, be referred to by the agent ex- 
cept in an incidental manner. 

PARTICIPATING AND NoN-PARTICIPATING 
Life insurance is issued either on the par- 
ticipating or the non-participating plan. That 
is, the policyhoider gets a dividend every year 
on his premium if the policy is issued on the 
participating plan, and he does not get a divi- 
dend if it is issued on the non-participating 
plan. Most companies issue their policies only 
on one plan or the other. The popular name 
for participating insurance is ‘annual dividend” 
insurance, simply because dividends are paid 
annually. Annual dividend premiums are larger 
at first than non-participating premiums are, but 
an increasing dividend is paid each year on 
annual dividend policies and therefore the first 
annual dividend premium is always the largest 
ole and it gets smaller every year thereafter. 
Non-participating premiums remain the same all 
the time. 

DousLeE INDEMNITY 

Many companies now incorporate in their 
Policies what is known as the “double indemnity” 
Provision for a small additional premium. This 
Provision provides for the payment of double 
p the face of the policy in case of the accidental 
death of the insured. Some companies also 
combine what is known as accident and sick- 
Ness insurance with their life policies, whereby 
there is provided for the insured indemnity for 
loss of business time from temporary dis- 
| ability caused either by accident or sickness. 
EXAMINATION 


\PPLICATION AND 


In order for anyone to get life insurance, it 
» ‘$ necessary that one sign an application for it. 


What You Are Going to Sell 


By W. R. LetcHer 


General Agent Pacific Mutual Life Insurance Company 


(Concluded from THe Spectator of December 14) 


The agent is furnished a supply of blank appli- 
cations, and when a person decides to apply for 
insurance it is necessary for him to answer 
ihe questions on the application blank and then 
sign it with his full name. All answers should 
Le written in black ink, and all questions on 
both the front and back of the application should 
be answered in full. After a person has signed 
the application blank for a policy it is then nec- 
essary for him to subject himself to a physical 
examination by the company’s regularly ap- 
pointed examiner. This examination does not 
cost the applicant or the agent anything, as the 
company pays for it. 


COMPARISONS 

If the agent would be successful in the insur- 
ance business, tliere is one thing especially that 
he must always remember nez'er to do, and that 
is he must never indulge in comparisons of 
any kind. Never compare annual dividend and 
non-participating rates; never compare fraternal 
and legal reserve rates and policies; never com- 
pare rates and policies of other companies with 
yours. In short, never talk about anything but 
the one policy you are offering your prospect. 
Simply present one policy and stick to it, and 
never get into an argumert with your prospect 


about anything. Discuss, but don’t argue. 


IMPROPER QUESTIONS AND STATEMENTS BY 
AGENT 

Never ask a person how much insurance he 
carries. In the first place. many people con- 
sider this question impertinent and feel like 
telling an agent that it’s none of his business 
how much insurance they have. Then, too, it can- 
not possibly do an agent any good to know how 
much insurance a prospect is carrying, because 
someone else has sold him whatever he has and 
there is no chance whatever for an agent to 
make any commission out of what insurance a 
man already has in force. But the greatest in- 
jury that an agent does himself by asking this 
question is that he practically invites the pros- 
pect to prove at once that he has so much in- 
surance that he cannot buy any more. In 
other words, asking this question reminds the 
prospect to use the strongest weapon of de- 
fense that he has. Consequently, it is perfectly 
silly and foolish for an agent to ask a man that 
avestion, although it is an error that practically 
all agents are guilty of until called to their at- 
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tention. The amount of insurance that a man 
has in force will always come out later in the 
interview, and if not then it has to come out 
when the application is written, because there 
is a question to that effect on the application 
biank. As an example of just how fatal a mis- 
take an agent can make by asking a prospect 
how much insurance he has, the prospect may 
tell the agent that he has a great deal more 
than he really has, in order to get rid of the 
agent. By persistence and power of persuasion, 
hewever, the agent may finally prove to the 
prospect that he should buy his policy. How- 
ever, the prospect often fails to buy because he 
knows that he has to tell the absolute truth 
about the amount of insurance he has when the 
application is filled out, and that when he does 
this the agent will find that he has told him an 
untruth at the beginning of the .interview 
Therefore, never ask this question. Also, never 
tell a man that you want to sell him some life 
insurance. He already knows that when he 
finds out what your business is. On the other 
hand, before you ever go to see him learn all 
you can about him in every way as to his busi- 
affairs, his domestic affairs, all his re- 
sponsibilities, and everything else, and then 
figure out the policy that he should have, both 
kind and amount, and go to him and tell him 
that you have a proposition that you want to 
show him, and then do it and stick to it. 


ress 


Your Own Poricy 

Finally, it is highly advisable that every new 
agent buy at least $1000 of endowment at age 
sixty-five, or a similar policy, on his own life 
before starting to sell to other people. The 
agent will then be thoroughly “sold” on that 
policy himself and will know how to fill out an 
application and do everything necessary to make 
and complete a sale to someone else. The 
agent will learn how to sell the other policies 
later. But he must learn how to handle one 
policy well to enable him to start in the business, 
and the only way to do it is to buy $1000 en- 
dowment at age sixty-five himself. Then, too, 
one of the most effective and convincing things 
you can do to get your prospect to believe in 
your sincerity is to show him a real policy on 
your own life of the kind you are trying to get 
him to take. It is absolute proof to him that 1 
is the best policy for him. 

The new agent should read over this leaflet 
many times and study it carefully until he has 
become thoroughly familiar with every word of 
it and has gotten these ideas well into his system. 
After he has done this, and not until then, he 
will be given a rate book wherein he will find 
premium rates for all policies and certain de- 
tailed information and instructions. 





CoursES OF INSTRUCTION 


The life insurance business offers to the am- 
bitious and energetic man what is probably the 
greatest field of opportunity in the business 
and professional world of to-day. Therefore, 
the new agent must not misunderstand the pur- 
pose of this booklet and assume that he knows 
all about the business—or, in fact, much at all— 
after he has mastered the booklet. Rather, on 
the other hand, as stated in the Foreword, the 
aim of the writer has been to equip the be- 
ginner to make an intelligent and efficient start, 
so that he may be sure to know what he is 
about and sure to do neither the applicant nor 
himself an injustice on account of his ignorance 
or any misconceptions of the business that he 
may have. After the new man has made a start 
there is endless opportunity for him to improve 
himself and to increase his efficiency as a sales- 
man by study and hard work. Many of the 
companies are now offering their agents courses 
in the study of life insurance salesmanship— 
some by correspondence and some at the home 
cffices. Also, there are courses in life insur- 
ance salesmanship offered by many of the uni- 
versities over the country. One of the best 
courses of the kind is the one offered by the 
Carnegie Institute of Technology at Pittsburgh. 
Many splendid books have been written that 
are helpful to insurance salesmen. Therefore, 
after the beginner has made his start in the 
business he should take advantage of every 
chance to learn more and more about it. The 
more he studies and equips himself, the surer 
he is of success of the kind he would like to 
attain and of all the things that go with that 
kind of success. 





The author has written the following 
Foreword: 

“As the object of this booklet is to give the 
beginner only sufficient knowledge of life in- 
surance to enable him to start to work intelli- 
gently and to feel that he knows enough to 
start, it will be brief and will touch only the 
most important things. 

“The conviction of the writer is that both 
beginners and experienced agents are prone to 
tell the public too much about insurance in 
technical insurance terms and not enough in 
the simple, everyday language of the business 
world. 

“In other words, then, this booklet is being 
written in an effort to make insurance plain to 
the beginner, so that he, in turn, can make it 
plain to his prospect. Therefore, practically 
everything of a technical nature in connection 
with life insurance will be omitted and nothing 
but the simplest facts stated. 

“As the agent progresses he will gradually 
learn more and more of the ‘inside workings’ 
and the technicalities of the business. But the 
future will take care of itself in this matter and 
the new agent need not concern himself about it 
at the beginning. If he will thoroughly master 
the fundamentals contained here he may rest 
secure in the assurance that he is fitted to make 
a start in the right way, always keeping in mind, 
both now and later, that simple facts, stated in 
plain, simple language, get the application, and 
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that high-sounding arguments full of all kinds 
of insurance terms lose the application more 
often than not.” 

[The foregoing is the conclusion of a leaflet 
just published by The Spectator Company, 
which sells at the following prices: Sample 
copy, 50 cents; 100 copies, $25; 1000 copies, 
$175.] 


The Experience of Average Men 

Joseph J. Devney of Cleveland, Ohio, has 
been gathering facts in regard to the experi- 
ence of some 20,000 men in order to compile 
a new economic experience table. He has been 
over a year in securing this information, which 
is designed to replace the 100 Average Men 
table repudiated by the American Bankers As- 
sociation. 

Mr. Devney has derived the following from 
the information thus far received: 


The average man reaches the peak of his 
prosperity at 45. That is, there are more men 
who have some net assets at that age than at 
any other. However, the average insurance 
man keeps going up for twenty years after 
that. 

While men in some occupations, among them 
doctors, lawyers, dentists and merchants, are 
more prosperous at earlier ages, the insurance 
man outstrips them at 65. In fact there are 
only three groups in occupations wherein any 
considerable number are engaged who are more 
prosperous than the average insurance man at 
sixty-five—bankers, manufacturers and con- 
tractors. 

The nature of the insurance business is such 
that these results appear logical. The insur- 
ance man is constantly building up a clientele. 
His renewals help to carry him along after he 
has begun to slow up physically. 

There are men dependent at all ages, but the 
least dependency occurs at thirty-five. Begin- 
ning at forty-five, dependency just about doubles 
each decade up to and including seventy-five. 
(All reports received on men seventy or over 
were averaged as of seventy-five.) 

The dependency among insurance men is 
among the lowest of those engaged in any oc- 
cupation. It is only about half the total average. 

Many reports do not designate what branch 
of insurance the man reported is engaged in. 
However, from comparisons made, those en- 
gaged in life insurance seem.to have about the 
same general economic experience as those en- 
gaged principally in fire or other lines. 

In comparing the reports received on Canad- 
ians with those on Americans, the experience 
of insurance men appears to be similar in both 
countries. 


Retrospection by an Endowment 
Policyholder 

Many a man who has, in his younger years, 
been persuaded, possibly reluctantly, to take 
endowment insurance, has wished, in looking 
backward over his life, that he had taken more 
rather than less. It has often been the case 
with such men that, as their endowment poli- 
cies have matured, they have indulged in retro- 
spection and calculated how much better off 
they would have been if they had taken sev- 
eral times as much insurance as they did, and 
have avoided some other investments which they 
did make. With many men it has been the 


experience that their life or endowment insur- 
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ance has been their soundest, safest and most 
satisfactory investment. 

It is undoubtedly gratifying to look forward 
to the approaching maturity of endowment poli- 
cies, upon which certain amounts will be re- 
ceived from reliable insurance companies; and 
it is especially the case if there is a succession 
of such policies, which will form a guarantee 
of living income or capital as advancing years 
may reduce or stop the earning power of the 
insured. The years that looked so long when 
endowment or limited-payment policies were 
taken out have, it seems, gone by quickly, and, 
in retrospect, the premium-paying period ap- 
pears to have been short. 

The retrospections of the man who has car- 
ried and is maturing endowment policies are 
sure to be pleasant, at least in the measure that 
he has thus provided for a comfortable old age. 


Journal of the Institute of Actuaries 


The Journal of the Institute of Actuaries, 
heretofore issued quarterly, will be issued three 
times a year in the future, namely, in March, 
July and November, the three parts constituting 
a volume. As formerly, each issue may be 
obtained at $2.50 per copy through The 
Spectator Company. 


—B. T. Elder, industrial agent of the Life Insurance 
Company of Virginia, at Burlington, N. C., died on 
December 14 following an illness of several days. Mr. 
Elder was one of the oldest agents in the employ of 
the company, and had been continuously under contract 


with it since 1907. 
’ 











Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 
BANG gg cocoon a ra tctatsewie ote axctetal en $133.05 


Twenty Payment Life........ $172.10 
Twenty Year Endowment. ... $240.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. H. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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Swindle versus Investment 


Let Bill Jones himself tell the story: 

“Fifteen snows ago, as the Injuns say, we 
had been team-hitched ten years, and what Mrs. 
Bill and I had left of our pickling down 
wouldn’t have bought a spoiled hot dog sand- 
wich at half-price. After the parson got his 
fee, Mrs. Bill—she’s the pickling partner—put 
her foot right down, hintin’ strongly that 
we pickle a chunk at a savings bank every new 
moon. 

“You know how that always works out. You 
rush the chunk in the first month and then sit 
up nights figuring how, with compound interest, 
at the end of thirty years you'll be a John R. 
Then the next month, somehow and mysteri- 
ously, money sizzles away and you pickle down 
only half the chunk. And the next new moon 
delivers a dentist bill and you don’t sit up late 


figuring. You yank out some of the pickling. 
So it goes. At the end of the year there’s 


something, but you don’t have to figure none to 
see if things keep goin’ that way your name 
will be Dennis and never Rockefeller. 

“Still, we did manage somehow, some way— 
‘twas Mrs. Bill worked the managing crank— 
to build up quite a decent chunk in the savings 
bank. I figured that I wouldn’t be a John R.; 
still, sometime we’d have a coop of our own, 
stead of being a philanthropist for a landlord. 

“The chunk kept growing and growing, and 
‘bout the eighth year ‘twas lots of fun figuring 
again. Oh, we’d have our home kennel all 
right! That seemed as plain as the Milky Way 
of a winter’s night. 

“Then one evening Jim Dolittle—and that 
time his name was a misfit—drops in. I give 
Dolittle a comfy chair and a cigar, and never 
will I more regret being neighborly. 

“Dolittle says to me, ‘Old man, I’ve come way 
over this wet evening just because I want to do 
you and the madam the very greatest favor ever.’ 

“As what?’ I asks Jim Dolittle. 

“There are fellows who can look more 
solemn than the Injun face on a nickel. Do- 
little can be like that—and impressive! You'd 
think he was a police justice sending a drunk 
to the Island. For five minutes Dolittle said 
nothing, but just looked solemn and impressive. 

““As what?’ I asked Jim again. 


“You've told me you've got a little of the 
eood old stuff salted down,’ at last solemnized 
Dolittle. 

“*Some.’ I said. ‘Not what Mrs. Bill and I 
figured on after we toed the church slow-step 
together, but some.’ 

‘Again a solemn and impressive silence. Then 
Dolittle boasted, ‘Bill Jones, old man, did I 
ever try to do you? And you’ve known me 
since we starved in the same hash joint, years 
and years ago, when you and I first hit the 
big burg.’ 

“*Vou never did,’ I had to reply. But then I 
didn’t consider that maybe Dolittle might not 
try to do me and yet do me up so brown the 
brown was the deepest of mourning black. 


A Business SECRET 


“You must promise never to tell a single 
soul—even the madam—what I’m going to 
chuck you,” said Dolittle. ‘Women are all 
hunky "bout most things, but they will boast to 
a one another. And biz is biz.’ 

“Til promise,’ I said. 

“*As you know,’ went on Jim, ‘my brother- 
in-law is a patent lawyer. Of course he some- 
times gets the inside track on something of that 
sort that’s really good. Sometimes he buys a 
good thing from one of his customers, or hears 
of a good thing. Made considerable that way. 
Now—to brass tacks. There’s a chap who’s 
patented drying the water out of meat and 
chickens. Simple as making molasses taffy. 
The guy is an awful fat guy, but Everett tells 
me he’s the very soul of honor, and he’s start- 
ing the “American Dried Meat and Fowl Cor- 
poration.” You soak the stuff over night, and 
you've got nice fresh beefsteak, chops, liver 
and bacon, broiled chicken—what you please. 
Think of it! All done away with—expensive 
refrigerating cars and all the rest! Most of the 
expense of handling meat gone. A fortune! 
Millions! Billions! Tens of billions! And, 
Bill, old man, I can let you in on the ground 
floor—in the cellar, as it were. Shake!’ 

“Well, I went almighty slow. I tasted some 
of the dried and reconverted meat, and Mrs. 
Bill and I thought it fair. But I kept a mouth 
cork in for Mrs. Bill. I sat up until twelve for 
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a week, and | generally hit the sheets at ten, 
and figured and figured. Made me dizzy trying 
to get a line on what profits there’d be in the 
dried meat and fowl industry in New York 
alone. And Jim had offered me a tenth interest 
in the ‘American Dried Meat and Fowl Cor- 
poration,’ and for just what we had pickled 
down in the savings bank. He was putting in 
all he had, and Sam Plankton, one of his 
friends, was going in strong, too. So at last I 
went in. And, as Dolittle said, ‘Old man, come 
in, the water's fine!’ It was. First-class water 
for dropping in things so you’d never again 
even see the hole in the fluid where the stuff 
went down. 

“For ’bout six months Dolittle and Sam and 
I used to meet every week at Dolittle’s house 
and do our figuring. We threw in a lot of good 
lead pencils into that water which was so fine. 
Then, one night, Dolittle seemed grouchy, and 
he wouldn’t figure any. And before Sam and I 
lit out for home, Jim says, ‘Fellows, I’ve got 
something heavy on my chest and I’ve got to get 
it right off. But at the very start I want to say 
I’m in this dried meat racket just as bad as you 
two chaps. I thought, cross my heart and 
gizzard, I was doing you both the biggest favor 
ever—making you Vanderastors and all that. 
But say— Jim got purple in the face and 
choked all up. Then he managed to gurgle out, 
‘Seems that the whole blamed dried meat and 
fowl biz was a plant. That fat old fraud has 
evaporated. And the agent of the office build- 
ing tells me he’s never even paid a cent of rent. 
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Even his office furniture wasn’t paid for, and 
it’s been taken away. There’s nothing left but 
a piece of soap and two wash-towels.’ 

“*Why, you said—’ I began stuttering. 

“Ves, I know what I said. But my brother- 
in-law says that once in awhile he misses sizing 
up a proposition. This is one of the times he 
missed. Our money—it’s good-night, fellows! 
Every cent I’ve saved for five years is gone. 
That d—— fat old guy! If I could find him 
I’d jump on him, crunch in his ribs—like that— 
and eat him, fat, bones and all!’ 


ANOTHER DEAL 


“That’s the whole of the story, so far as 
Mrs. Bill’s and my savings bank picklings are 
concerned. 

“But there was a chap who had time and time 
again been trying to insure my life. And a 
little after the dried meat and fowl corporation 
—it was foul enough—departed somewhere in 
the pants of Dolittle’s fat old guy, the life in- 
surance man came in and I told him the whole 
story. He didn’t say very much, but what he 
said had fish-hooks on every word. And when 
he went out he had my application in his pocket 
for a good many thousand dollars of fifteen- 
year ‘You-get-’em,’ as he named what I am told 
is generally called ‘endowment insurance.’ 

“At the end of every six months Mrs. Bill 
and I somehow, some way managed to pay those 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 
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premiums. ’Twas Mrs. Bill worked the racket. 
And don’t tell me we'd ever have paid all that 
into a savings bank. We wouldn’t. It was be- 
cause after we once got started we hadn’t the 
sand to let up. Then, you see, you couldn’t get 
it out easy. And I give you my word there 
were lots and lots of times when I didn’t buy 
one smoke a day. 

“Then one year ago the fifteen years was up. 
Mrs. Bill says to me, and her remarks on that 
subject has been frequent all those fifteen years, 
‘You going to put all that money into dried 
meat and dried chicks?’ 

“Watch your Uncle Dudley!’ I says. 

“And a man who’s the real estate expert for 
our house takes me up in the Bronx and shows 
me a dandy double home. The price is just the 
proceeds of the life insurance. Mrs. Bill and | 
buy the house. There’s no trouble about rent- 
ing the part we don’t use. 

“And when anybody tells me a savings bank 
account is better than this here insurance ‘You- 
get-’em,’ I squats right back in my chair and I 
laughs and I laughs.” 


“ONE SALARIED MAN’S EXPERIENCE 
WITH LIFE INSURANCE” 


Practical Methods of Saving and Protecting 
a Family Contained in a New Leaflet 


By WiiitAM T. Nasu 


Many salaried men are prone to indifference 
in the matters of savings and protection of their 
families against unforeseen contingencies. The 
concrete example, therefore, of a salaried man’s 
estimate of his position and the responsibilities 
it carries, drawn from an actual experience, 
should prove of real value and help to life in- 
surance solicitors, the great majority of whom 
derive their income from policyholders who are 
in the main salaried men. 

In one of his new leaflets, entitled “One 
Salaried Man’s Experience with Life Insur- 
ance,” written in a forceful and direct style, 
William T. Nash sets forth a definite plan of 
saving as well as for protecting the family. The 
leaflet, while not intended to suggest how much 
insurance a salaried man should carry, shows 
the actual results of one case. Furthermore, 
the leaflet suggests, while not recommending 
any particular form of insurance contract, the 
possibilities of endowment insurance, the form 
preferred by the particular example described 
by the author. 

“One Salaried Man’s Experience with Life 
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Insurance,” without being a sermon, points the 
way to success with his position for every sala. 
ried man, as well as the road to independence 
in later life. The secret of avoiding worry js 
revealed. It is a story, brief enough for the 
busiest man to read, appealing enough to excite 
interest from the start and hold it to the end. 

Companies, managers, general agents and 40. 
licitors will find this an attractive and effective 
argument for thrift and life insurance. Policy- 
holders will readily respond to its message for 
their own good and be grateful for it. Freely 
used with premium notices and in approaching 
prospects, it will produce results. 

Orders for “One Salaried Man’s Experience 
with Life Insurance” should be sent to The 
Spectator Company. Prices are as follows: 
Single copy, 15 cents; 100 copies, $7; 500 copies, 
$25; 1000 copies, $40; 5000 copies, $175; 10,000 
copies, $300. 





General Agency 
contract is a valu- 
able franchise, de- 
sirable because it 
recognizes personal ability 
and ambition and rewards 
them with broader fields 
of action. 


Since 1884 this Com- 
pany has sought men of 
ability and ambition suc- 
cessfully; but there is al- 
ways room for one more. 
Are you the man? 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinots 














EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 
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Why I Failed to Make Good in Selling Life 


Insurance 


I’m not locking for sympathy in making this 
confession. I’m telling the world about the 
reasons why I failed to make good as a life 
insurance agent for the reason that by doing so 
| hope to help other agents keep clear of the 
things which caused my downfall. My ex- 
perience has been a splendid lesson to me, and 
when I start back again in the insurance busi- 
ness, as I expect to do after completing some 
small jobs of contracting work which I took 
for the purpose of getting away from the insur- 
ance business and seeing just what was the 
matter with my efforts, I’m going to make my 
experience and faiiure help me in making good. 

As I look over my life insurance selling 
efforts from a distance | can plainly see that my 
biggest fault perhaps was in overselling all the 
people I bucked up against. This, coupled with 
over-eagerness in going after prospects, made 
people lean away from my proposition instead 
of leaning toward it. 

Whenever I heard of a prospect I’d bounce 
in on him immediately and give him the stiffest 
sort of a sales talk without every stopping to 
get acquainted or to feel him out. My voice 
would get high and strident, the perspiration 
would come on my forehead, and my hands 
would tremble in my eagerness. In other words, 
| made a show of myself. 

I can see now that my manner was such that 
my over-eagerness, my overselling, held the 














Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 











attention of the prospects instead of the propo- 
sition I was trying to sell. And, of course, no 
salesman can expect to be much of a success if 
he can’t rivet the attention of prospects on the 
thing he is trying to put over instead of upon 
aimself. I’ve noticed that the most successful 
life insurance salesmen of my acquaintance 
have a nice, quiet, easy manner, which isn’t at 
all obtrusive and which doesn’t in the least in- 
terfere with the prospects devoting their 
thoughts exclusively to the proposition and not 
to the salesman. 

Another big fault in my selling methods, as I 
now see them, was my everlastingly telling 
prospects that “you ought” to buy insurance. 
How did I know whether they ought to buy in- 
It wasn't fair for me to set 
myself up as a judge on their personal affairs. 
And I can see that many prospects resented this 
attitude of mine, and that because of this re- 
sentment I lost numerous sales which otherwise 
| would undoubtedly have made. I notice that 
successful life insurance 


surance or not. 


the majority of 
salesmen I know stay away from telling a man 
what he ought to do, and instead present their 
propositions on a These 
successful life insurance salesmen show pros- 
pects how the purchase of their insurance will 


business _ basis. 


make money for the prospect. That, I am now 
convinced, is the best slant for 11e to take when 
I again start out selling insurance. 

It was a fault of mine, too, to seldom have 
any definite proposition in mind when I ap- 
proached a prospect. I never, for instance, had 
a definite-sized policy in mind which I thought 
would be the size of policy that a certain pros- 
pect should buy. I always went on the plan of 
letting the prospect suggest the amount of in- 
surance he should buy. Which, as I now see it, 
is a very poor plan indeed to pursue in selling 
life insurance. How can an agent talk inter- 
estingly and definitely and specifically about 
policies unless he has some definite sum in mind 
and unless he has some definite form of policy 
to present to the prospect? 

Over-eagerness, a poor selling “front,” the 
disagreeable attitude of dictating to prospects 
what they should do, and lack of definite plans 
in making sales—these are the things which did 
the most toward making me fall down as a life 
insurance salesman. And from them I am going 
to build up a real success in this line. 


An Anti-Twister Law 

Insurance Commissioner George P. Porter 
of Montana directs attention to Chapter 208 
of the Montana laws, which he states has been 
effective in doing away with so-called life in- 
surance twisters or auditors. The first section 
of Chapter 208 provides that: 

It shall not be lawful for any person, firm or 
corporation in the State of Montana to engage, 
or to advertise or to hold himself or itself out 
as engaged in the business of auditing or ab- 
stracting policies of life insurance or annuities, 
or of giving or affording any advice, counsel 
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or opinion with respect to the benefits promised 
under any policy of life insurance or annuity 
issued or proposed to be issued by any com- 
pany authorized to transact the business of life 
insurance in this State, or the terms, value, 
effect, advantages or disadvantages thereof, or, 
directly or indirectly, to take or receive any 
commission or other compensation or reward 
in*money, or otherwise, or directly or indi- 
rectly, to obtain or acquire any benefit or ad- 
vantage in consideration of, return for, or as 
a result of, the auditing or abstracting of a 
policy of life insurance or annuity, or policies 
of life insurance or annuities, or the giving or 
affording of advice, counsel or opinion with re- 
spect thereto, or with respect to the plan of 
insurance of any such company, until a license 
shall have been issued to him or it by such 
Commissioner of Insurance issuing to him or it 
so to act. Such licenses may be issued by the 
Commissioner for the period of one year and 
shall be renewed annually. The fee for each 
such license issued or renewed shall be ten dol- 
lars, provided, however, that the provisions of 
this act shall not apply to attorneys or cer- 
tified public accountants, furnishing advice or 
information to their clients in the regular and 
ordinary course of their business. 


Section 2 specifies that no license shall be 
granted until the applicant has filed an ap- 
plication in which he states that he will not 
violate any of the insurance laws of the State, 
will not deceive any applicants for insurance or 
misrepresent any of the terms or conditions of 
a policy, or the financial responsibility or busi- 
ness practices of any life insurance companies 
authorized in the State, and that he will not 
upon the basis of any incomplete comparison 
or misrepresentation, advise or persuade or at- 
tempt to persuade any person to drop or dis- 
continue any insurance that he may have with 
any company or association during the term of 
such insurance for the purpose of taking insur- 
ance in any like company or association, or 
otherwise. The Commissioner is empowered to 
revoke such licenses for cause. 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effective in bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A now, 


WILLIAM S. HULL 


Direct--Mail Sales Service 
«MADISON, CONNECTICUT 



















A Birthday Card 
ix. LL. Griffith, general agent of the North- 
western Life Insurance Company for Wyom- 
ing and Western Nebraska, has made very 
efiective use of a birthday folder, the piece de 
resistance of which is a poem by himself. Mr. 
Griffith writes on “The Misty Blue Mill of 
Dreams” as follows: 
There's a deep worn road called the pathway 
of life 

With a pavement of stones called care. 
It leads from youth with its rosy hopes 

To age with its cloudy fears— 
It leads past the ruins of good intent, 

Where the falls of illusion gleam, 
To a purple valley of velvety shadow 

And the Misty Blue Mill of Dreams. 


Every son, it is written, that is born of men, 
Of every race in its place in the years, 
Must travel alone this pathway of stone 
With laughter and sighs and tears; 
Must learn love and laughter, great renown and 
disaster, 
Gather experience, gain glory and hate, 
‘Til eve’s dewy gloaming finds each pilgrim 
homing, 
Seeking rest at the dream miller’s gate. 


Now the mill wheel submerged in the chill chan- 
nel surge 
As it turns grinds a dirge harsh and drear, 
And the winds of the East bring the angels of 
Peace 
While the wayfarer sleeps on his bier. 
For the miller is Time, the river is Lethe, 
The slumber the ending of strife— 
Each wheel’s revolution marks a swift dissolu- 
tion 
And the grist is eternal life. 


A fair keeper of records is the miller of dreams, 
And he histories the vanishing years; 

All goodness he keeps in a casket of gold, 
All sadness in a chalice of tears. 

Each burden of care is the slow world’s share 
Good or ill, as its history deserves— 

And a legend’s engraved on tablet to save 
The best works of those who serve. 


What It Means to Be in the Life Insurance 
Business 

Every now and then we see a man who im- 
presses us as one who has “arrived”—a man 
who possesses power and strength. 
Sometimes the man I have in mind is found in 
the ranks of the life underwriters. Usually 
when he is found there, he is in the person of 
a man who has had several, perhaps many, years 
of experience in the life insurance business. 
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There are splendid textbooks published ; there 
are many educational leaflets printed; there is a 
wealth of material at hand through which the 
new agent can acquire the technical knowledge 
or detailed information required to present his 
wares properly, but what would we not give 
fer the man who can deliver a message through 
a study of which the new agent could quickly 
absorb “that something” possessed by men 
older in the work? Fortunately, or unfortu- 
nately in my opinion, it is true that no such 
message can do more than point the way. One 
call acquire an education without attending col- 
lege, but he can only acquire the collateral 
heneftts of a college education by attending col- 
lege or by living through experiences outside of 
college which serve the same purpose. One can 
be told what he should seek, but he must do 
his own seeking. One may be told what his 
goal should be, but he individually must remem- 
ber the goal. He may be told the price to pay, 
but he must be willing to pay the price. In my 
opinion the only thing anyone can do is to point 
to the ideal and at the same time chart the 
course so that the navigator may miss the rocks 
et) which many courageous voyagers have been 
wrecked. 

Tue IpEAL AGENT 

The ideal life underwriter in my mind is 
the one so thoroughly imbued with the convic- 
tion that his calling is second to none; that he 
modestly and at the same time convincingly im- 
presses those with whom he comes in contact 
with the dignity of his employment; who writes 
life insurance because of the service rendered, 
not for the commissions earned; who is charit- 
able to all mankind, who is tolerant toward his 
competitor, and who is fair to all; who is hon- 
est to his client and to himself; who believes in 
his business, his company, and himself; who 
regards to-day as important and as an oppor- 
tunity to be embraced and who, at the same 
time, looks upon to-day as only part of a life- 
time, to the end that the investment of the day 
niay pay the dividends of to-morrow either in 
collars or in satisfaction. How can one reach 
that goal? Only by living through the experi- 
ences of the future which will develop him from 
what he now is to what he would be. 


REQUIREMENTS FOR SUCCESS 


Tirst—He must convince himself by such 
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study as may be necessary that the institution 
cf life insurance meets a need which is not 
supplied by any other device. What is there for 
the life insurance man to enthuse about? What 
does life insurance do? Specifically, it con- 
tracts with a man to pay him if living at a fixed 
date in the future a given sum of money and 
iu pay to his dependents, in event of his death 
meanwhile, a given amount in cash or an in- 
come for a term of years or for life. In a 
sense the realization of the foregoing is all the 
buyer cares to know and usually that is all the 
agent is required to emphasize, but it is im- 
pertant for the agent to know more about the 
institution than is set forth in that agreement. 
He should know that the combined assets of 
two hundred and eighty-eight life insurance 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 


reference. Address, 
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STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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ATTENTION LIFE INSURANCE SALESMEN 


Do you want to secure a Manager’s contract for yourself in “THE 
HEART OF AMERICA”—Kansas, Oklahoma, Missouri, Iowa, 
Nebraska, Minnesota, Arkansas and Texas? 


TO THE RIGHT MAN 


We will offer splendid first year commissions, very liberal renewals 
and a reasonable amount of money to be deposited in banks to aid 
and assist you in getting started. 


WE WROTE OVER $11,000,000 in KANSAS IN 1921. 


We offer to the insurance buying public most attractive, easiest 
selling life insurance policies written by any life insurance company— 
both participating and non-participating. 


If you can qualify write or wire the home office for personal interview. 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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companies in the United States totaled, Decem- 
ber 31, 1921, nearly eight billion dollars. He 
should know that that eight billion dollars 
1epresents an accumulation of savings of many 
millions of policyholders. He should know 
further that a large portion of this fund, were 
it not for life insurance, would not be available 
for the making of real estate loans, for the 
financing of railroads, and for the general 
development of the country, making it a better 
place in which to work and live. He should 
realize that while the business of life insurance 
companies is that of insuring lives, by the very 
plan of operation the life insurance companies 
act as reservoirs for capital. without which our 
whoie economic structure would be disarranged. 
He should feel the pride which may be prop- 
erly his of being an active cog in the machine 
which develops this tremendously important in- 
stitution which serves the individual so well 
trough his life insurance contract and the com- 
munity so importantly through its investment 
department. 

Second.—He must not compromise with him- 
self on the selection of a company to represent 
cor by continuing to represent a company with 
the ideals and practices of which he is not in 
sympathy. 

Third—He must respect himself and_ his 
calling. 

Fourth—He must so conduct himself as to 
bring credit always on himself and his com- 
pany. 

lifth—He must always advise for the in- 
terest of his client—never for his own. 

Sixth—-He must sell life insurance to the 
maximum of his ability, profiting by his mis- 
takes in salesmanship, analyzing his shortcom- 
ings, and improving himself; but he must do 
these things not alone in order that he may 
make more money, but that he may render 
broader service, that he may more nearly ap- 
proach the ideal which he has set up as that to 
which he wishes to attain. 


ENERGY AND PERSEVERANCE NEEDED 


Seventh.—He must be more than a pursuer of 
applications. He must so regulate his time and 
actions as to impress on the community that he 
is of the community and not on the community. 
He must not permit himself to be imposed 
upon, but he must do his share. He must not be 
impatient, for success does not come overnight 
i; non-speculative industry, and the life insur- 
ance business is non-speculative. Success comes 
as a reward for work well done and consistently 
done. It is too much to expect to reap without 
sowing. Avoid the lure of higher commissions 
if you have to substitute something for your 
client which you regard as unequal to what you 
are offering. Be true to your convictions. Make 
sales, but do not make them through smart prac- 
tices. Remember that often the longest way 
around is the shortest way home. Decide the 
position which you wish to occupy and permit 
nothing to obscure your view of the position. 
Ti making your decision do not be influenced 
unduly by the selfish rewards, but think of all 
the benefits resultant from your success. As 
you succeed, so are the families of your pol- 


aI 


icyholders protected. As you succeed, so are 
the plans and purposes of other men éarried out 
by means of the protection you have afforded. 

Remember the public knows life insurance 
through life insurance agents. The public's 
cpinion of life insurance is determined by what 
the public knows of you. When you accepted 
a contract to sell life insurance, you accepted 
something more than the right to collect com- 
missions; you accepted a trust. 

Make every business in the community sorry 
you are not in that business to ornament it 
rather than to ornament life insurance. Make 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,700,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 19 States. For 
territory write today 


AGENCY DEPARTMENT 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 























life insurance glad you are its representative. 

Be governed by the motives which would 
prompt you to attain the goal set for yourself. 
Do the things which you regard as essential to 
the attainment of the ideal, and commissions, 
which are necessary to your material success 
and to your continuance in the business, will 
surely come, and in proportion to the big, broad, 
generous thought.and effort which you put into 
the business.—Warren C. Flynn in the Massa- 
chusetts Mutual Life “Radiator.” 





Saving Lapses 

One important feature brought up at the 
recent meeting of the Association of Life In- 
surance Presidents was that of the prevention 
of lapses and the revival of policies which had 
lapsed. Of course, it is much better to prevent 
a lapse than to permit it to occur and then 
endeavor to replace the insurance. Some com- 
panies have found it beneficial to their lapse 
ratio to send out with renewal premium notices 


leaflets containing strong arguments against 
lapsing. If the value of a man’s insurance and 


his possible inability to secure new insurance 
are impressed firmly enough upon his mind, 
even the man who has lapse a 
policy, not fully realizing its importance, may 
to strain a point and 


intended to 
thus be led pay his 
premium. 

Many a man has lapsed a policy which he 
could have maintained in 
some luxury, or by, in some manner, securing 
sufficient money to tide him over a tight place. 
Too many men, however, do not realize the 


force by foregoing 
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We are satisfactorily handling 


REINSURANCE 





risks on the Coinsurance basis. 
your papers. 


Head Office, Waterloo, Ontario. 





for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your cases, 


Reinsurance on the yearly Renewable Term plan, or for substandard 
Our decision given by wire on day of receipt of 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 


S. C. Tweed, President. 








importance of life insurance as a factor in 
their lives, and the lives of their families, and 
are likely to sacrifice their insurance, possibly 
intending to replace it at some future time. 
These men, if properly urged, would, in most 
cases, make an effort to retain their insurance, 
if convinced of the great desirability of doing so. 

Among the excellent leaflets designed to in- 
policyholders to maintain their life 
insurance in force are those entitled “At the 
Ind of the Road,” “Giving Yourself a Chance,” 
“Borrowing from Mary,” “Why We Don’t 
“Cautions to Policyholders,” 
and “Take Notice.” Such arguments as these 
against lapsing will often hold business in force 


fluence 


Live Forever,” 


which might otherwise have gone off the books. 


A Newspaper Article on Life Insurance 

The extent to which daily newspaper opinion 
has been influenced by the great advances in 
adaptability of life insurance is indicated by 
the publication of an article in the Toronto 
Sunday World, giving more than a page to 
“The New Idea In Life Insurance.” The article 
was written by J. H. Castle Graham, general 
Life Under- 
writers Association of Canada, and it is accom- 
panied by illustrations emblematical of the up- 
building power of life insurance in the nation, 
as well as typifying methods of approach by 
agents. The article contains some fairly strong 
points in favor of life insurance and life insur- 


secretary and treasurer of the 


ance salesmanship. 





UUUUAIUAGENUAAATO SATE 











HUONETEOOT TC EUTTUUETENUTEOUETUCUUSTOUECONOOOQQOOOOOOOQOQOOOOOOTOOTID 7 


LIFE 








Established 1899 





PRESIDENT 








AMERICAN 
CENTRAL 


Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 





develops 


Home Office 























Agency Co-operation 


as practiced by THE GUARDIAN furnishes to 
our representatives, among other things: 


AN AGENT’S TRAINING COURSE—A complete 
and original Educational Course for new and 
old Agents. 


ADVERTISING HELPS—A Prospect Bureau that 
real 
Useful advertising material which is appreciated 
by prospects and policyholders helps our Agents 
to secure new prospects, hold old business, and 
build good will. 


If you want to know the whole story of what 
this Company is doing for its Agents, address: 


T. LOUIS HANSEN, or 
Vice-President 


The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


insurance sales opportunities. 


GEO. L. HUNT, 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 
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L. & L. & G. PROMOTIONS 


Two New Assistant Managers in 
Western Territory 


A. C. MOLLINGTON AND A. H. 
GRANNATT 


Both Men Have Had Wide Experience— 
Mr. Mollington Known as a Loss Man 


Cuicaco, Int., Dec. 26—The Liverpool and 
London and Globe Insurance Company and the 
Star Insurance Company of America, through 
Manager H. T. Cartlidge of the Chicago branch, 
announce the appointment of A. C. Mollington 
and M. H. Grannatt as assistant managers at 
Chicago. 

Mr. Mollington has received an excellent 
training in the office of these companies, where 
practically his entire business life has been 
spent. He has occupied various positions in 
the Western department office and was made 
deputy assistant manager in January, 1921. He 
is a recognized authority on matters pertaining 
to loss adjustments. This promotion is merited 
and is in recognition of the loyal service Mr. 
Mollington has rendered. 

Mr. Grannatt has for a number of years 
been connected with the New York Under- 
writers Agency, being a native of New York 
city and having occupied various positions in 
the office of A. and J. H. Stoddart prior to his 
coming to the Western territory some ten years 
ago. He has represented the New York Under- 
writers Agency as special agent in several 
States, and three years ago was made Western 
special agent, with headquarters at Chicago, 
having jurisdiction throughout twenty-four 
States. Mr. Grannatt enjoys a wide and favor- 
able acquaintance in Western Union territory. 
He is well equipped through his experience in 
the handling of special lines, as well as agency 
work in general, to extend to the representatives 
of the Liverpcol and Star a full measure 
of company service. Mr. Grannatt will as- 
sume his new duties February I. 

These changes will make it possible for Ed. 
E. Wells to broaden his activities very ma- 
terially, by allowing the needed time for the 
exercise of his executive duties as agency su- 
perintendent. 

Christmas Party of Delaware Underwriters 

On Saturday, last, the employees of the Dela- 
ware Underwriters Department of the West- 
chester Fire in Philadelphia were given their 
annual Christmas party by Manager Thomas 
L. Wilson and Assistant Manager David Hinck- 
ley. Those entertained included not only the 
employees of the Delaware Underwriters, but 
also those of the Philadelphia Metropolitan De- 
partment of the Westchester. The music and 
other entertainment features were in charge of 
Joseph C. Bozorth, cashier. Mr. Wilson ex- 
Pressed his appreciation of the work of the girls’ 
club of the Delaware Underwriters, which has, 
by means of weekly contributions, aided in mak- 
ing Christmas a happy time for a number of 
Poor children, as well as sending some of them 
to the country during the summer. 


THREE COMPANIES MERGE 
United States Fire, Colonial Assurance and 
Guaranty Fire Welded Into One—New 
Company Has Strong Position 

When the directors of the United States Fire 
Insurance Company and the Colonial Assurance 
Company met last Thursday they completed the 
merger of the two companies, and in so doing 
also included the Guaranty Fire Assurance Cor- 


‘poration, which had just been amalgamated with 


the Colonial. The new company will continue 
business under the name of the United States 
Fire Insurance Company and the pooling of the 
assets of the three companies wil! make it one 
of the leading fire insurance companies from the 
point of view of capital, surplus and volume of 
business. 

The United States Fire has been operative 
since April, 1824, and its consistent growth 
over a period of nearly a century has given it 
a premium reserve of $7,629,427, a net surplus 
of $4,400,953, and a surplus to policyholders of 
$6,400,953. During 1911 the United States Fire 
absorbed the Peter Cooper Fire Insurance 
Company, and in 1916 the Williamsburg City 
Fire Insurance Company. The other important 
company involved in the present merger is the 
Guaranty Fire, which has been under a capable 
management and which in 1899 combined with 
the Washington Assurance Company to increase 
its business and strengthen its field forces. 

On account of the new merger, the United 
States Fire will occupy a particularly strong 
financial position and its agents will be greatly 
benefited by the consolidation and enlargement 
of the managerial policy. The company will 
operate with the other companies of the Crum 
& Forster combine and will be under the con- 
trol of the same able management as at present. 


Virginia Agents in Doubt as to Status of 
Sprinkler Leakage 

RICHMOND, VA., December 23.—There is a 
difference of opinion among Virginia fire insur- 
ance men as to whether sprinkler damage can 
be written in a fire policy on an open rate. Some 
underwriters contend that it is right and proper 
to write the two forms of coverage in one pol- 
icy, while others are of the opinion that 
sprinkler damage is marine insurance and has 
no place in a fire insurance policy, and that, if 
the two are written under cover, it is 
a rebate unless an extra premium is charged 
for the sprinkler damage insurance. The mat- 
ter has not yet been referred to Commissioner 
Button for a ruling. 


one 


Continental Issues Helpful Booklets 


“The How and Why of Registered Mail 
Insurance” is the title of a booklet which ought 
to assist agents in writing that class of risks. 
It explains the coverage, rates, how it is handled, 
and details as to shipments insured, etc., and 
shows the advantages of banks and others plac- 
ing such insurance with the Continental. 

The company has also issued a useful “In- 
come Tax Record, 1923,” which affords a con- 
venient method of keeping records of income 
and deductible disbursements, to facilitate the 
making of income tax statements. 
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STAR INCREASES CAPITAL 


Placed in Million Dollar Class by 
Addition of $500,000 


APPOINTS D. N. IVERSON 


Former L. & L. & G. State Agent Becomes 
Agency Superintendent of Newark 
Company 

The Star Insurance Company of America, 
executive offices in Newark, N. J., has placed 
itself in the million dollar class by the addition 
of $500,000 to its capital. The same amount is 
being added to the surplus. The company has 
had a capital of $500,000 since 1920. 

The company is also announcing the appoint- 
ment of D. N. Iverson, formerly a State agent 
in Western New York for the Liverpool and 
London and Globe Insurance Company, as 
superintendent of agents. He will take office 
as of January 1, having charge of the Eastern 
field. 

Mr. Iverson has been a field man for many 
vears, having started in the New England terri- 
tory, where he spent ten years. He has also 
covered New York and New Jersey. He made 
an excellent record while in the field. 


J. W. Warnshuis to Move to New York 


J. W. Warnshuis, manager of the St. Louis 
branch of the Underwriters Adjusting Com- 
pany, will, after January 1, have charge of the 
New York metropolitan district adjustments of 
the Commercial Union group of companies. 


Home’s Stockholders Approve Increase in 
Capital 
The stockholders of the Home Insurance 
Company of New York have approved the 
transfer of $6,000,000 from surplus to capital, 
making the latter $18,000,000. 


A. R. Phillips Addresses Insurance Society 

Alexander R. Phillips, secretary of the Great 
American of New York, addressed the Insur- 
ance Society of New York yesterday on “Tor- 
nado and Windstorm Insurance.” 





ARE YOU REPRESENTED IN 
CANADA? 


Fire, Liability and Automobile 
Insurance 


A general Insurance Agency, Incorporated 
under the Laws of Province of Quebec and 
having years of successful accomplishment 
in other lines of insurance underwriting, is 
prepared to use its present organization com- 
bining French and English, and consisting 
of four offices located in the principal Cana- 
dian cities and 1500 Agents covering every 
important centre in the Dominion, particu- 
larly in the Province of Quebec, in under- 
writing fire, liability and automobile insur- 
ance. Onpresent connections this agency’s 
yearly casualty premiums exceed $300,000. 

The financial responsibility of this Agency 
will stand the strictest investigation and 
proper credentials will be furnished Com- 
panies interested in securing Canadian 
representation. 

Write “Canadian Insurance”, Suite 305, 
260 St. James St., Montreal, Canada. 
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HE plate glass window of your client may 
be broken at any time, but the insurance 
contract of the Maryland Casualty Company 


1p, is never broken. 





| } broken glass. 


a broken plate glass. 


























Baltimore 














é ps DAL \ 
Casualty z: ie 9) 
Insurance 5 “gy 


aD 
i eal 





The unbreakable contract will replace his 
if hit And remember: Every five minutes a plate 
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glass window is broken throughout the Country. 


rl l In every twenty minutes of every working 
qi | day the Maryland Casualty Company replaces 
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A Broken Window But An Unbreakable Contract 
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Automobile Insurance Decisions | 
By Harry B. Brapsury, of the New York Bar | 








=——_ 

Liability of insurance company to person 
injured after return of execution unsatisfied 
against owner of car; defense of failure of 
co-operation of the assured with the company 
after the accident. 

A policy of automobile liability insurance con- 
tained the following clause: “The insolvency 
cr bankruptcy of the person insured shall not 
release the insurance carrier from the payment 
of damages for injury sustained or loss occa- 
sioned during the life of such policy and in case 
of such insolvency or bankruptcy an action may 
be maintained by the person injured against the 
company under the terms of the policy.” An 
accident occurred and the person injured 
brought an action against the assured and re- 
covered judgment. An execution issued on this 
judgment was returned unsatisfied. The in- 
jured person then brought an action against the 
company issuing the policy, and the company 
defended on the ground that the assured had 
“violated and breached the terms of said policy 
end that due to such breach the defendant dis- 
claimed all liability on said policy.” The plain- 
tiff recovered against the insurance company in 
the court below and this judgment was affirmed. 
The Appellate Court in an important and in- 
teresting opinion stated the question at issue as 
follows: “The defendant’s counsel in his brief 
states that ‘the concrete question before this 
court is simply this: Can an assured after an 
accident, covered by an outstanding insurance 
policy, mulct the insurance company by co- 
operating with the plaintiff in the personal in- 
jury action against himself, transfer all of his 
property and so claim that he is insolvent in 
order that the plaintiff in the personal injury 
action may collect directly from the insurance 
company. It may be stated right here that if 
the plaintiff colluded with the assured for the 
purpose of enabling her to obtain a judgment 
against him, it would seem to be clear that in 
such a case her act would be a fraud, sufficient 
to defeat a recovery against the company. But 
as matter of fact there is no such issue tendered 
by defendant, and there is no proof of any 
collusion or co-operation between the plaintiff 
and Friedman, the assured. The sole issue was, 
whether the assured failed to co-operate with 
the company, and whether such failure was a 
non-compliance with one of the terms of the 
policy, which would have barred a recovery by 
kim against the company, and hence would be 
a bar to a recovery by the plaintiff in this action. 
The question thus arises: What is the meaning 
of the words ‘under the terms of the policy’ 
in the clause above quoted? The respondent 
contends that they refer only to ‘the risks in- 
sured against by the terms of the policy, and 
When, according to the terms of the policy, it 
was in force at the time of the accident.’ The 
appellant insists that they refer to every term 
of the policy which is obligatory upon the 
policyholder, and which, if the assured violated, 
would bar recovery by him and hence by the 


injured person suing under the policy. It seems 
to us that the Legislature did not intend to 
deprive the insurance company of any defenses 
which it could have properly urged against the 
assured under the provisions of the policy had 
ke brought an action thereon. The Legislature 
must, however, have had some cogent reasons 
tor enacting section 109 of the Insurance Law. 
Plaintiff in his brief quotes from the appellant’s 
brief, submitted to the Appellate Term, and to 
which he referred upon the oral argument be- 
fore us without any suggestion on the part of 
the defendant’s counsel that he had been incor- 
rectly quoted, as follows: ‘The writer is re- 
liably informed that section 109 was added to 
the Insurance Law on the advice of the present 
State Superintendent of Insurance and that it 
Was never its intention to change the nature of 
a liability policy to one other than an indemnity 
policy and that the section was added, in order 
to eliminate evil, which was becoming a general 
practice among insurance companies. i. e., the 
practice on the part of insurance companies with 
assureds, who were liable to pay a substantial 
amount for an injury sustained to put the 
assured through bankruptcy, thereby precluding 
a recovery on the part of the injured by reason 
of the fact that an execution against the assured 
would be returned unsatisfied and the company 
then standing on a technical construction of the 
policy could claim, that, since it was an in- 
demnity policy for loss occasioned to the 
assured, the assured having sustained no loss, 
there was nothing which the company could 
legally be called upon to pay.’ If such were 
the reasons which moved the Legislature to 
enact section 109 of the Insurance Law, and if 
insurance companies heretofore indulged in the 
practice of colluding with policyholders, to put 
them through bankruptcy in consideration of 
escaping liability under their policies, it would 
not be unreasonable to assume that they might 
not hesitate to escape liability to an injured per- 
son under the act by colluding with the assured 
after an accident by procuring him to do some 
act forbidden by the policy or to omit to do 
some act which he was obliged to do. It would 
thus be incumbent upon the court to scrutinize 
with great care any defense in a case like this, 
which is based upon the non-observance on the 
part of the assured of what may be called con- 
ditions subsequent, such as the plea of non- 
co-operation here urged. The policy of insur- 
ance upon the subject of co-operation, reads as 
follows: ‘The assured whenever requested by 
the company, shall aid in effecting settlements, 
securing information and evidence, the attend- 
ance of witnesses and in prosecuting appeals, 
but the assured shall not voluntarily assume any 
liability or interfere in any negotiation for set- 
tlement, or in any legal proceeding, or incur 
any expense, or settle any claim, except at the 
assured’s own cost, without the written consent 
cf the company previously given, except that, 
as respects liability for personal injuries cov- 
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eced hereunder, the assured may provide at the 
company’s expense such immediate surgical re- 
lief as is imperative at the time of the accident.’ 
Tt is not claimed that the assured refused or 
neglected to aid the company as to any request 
made of him. What happened was this: Fried- 
inan signed a written statement to the insurance 
company upon its request, which reads in part 
as follows: ‘My son, Julius, came to me at 
tr o'clock and wanted to know when I was 
going home? I asked him why? He said, 
“that Roth’s sisters wanted to go home and 
they wanted a ride.’ I said to my son, Julius, 
that ‘the car would have to stay there until I 
come home, and nobody can take the car.’ He 
said, ‘All right,’ and told the girls that I did not 
want them to have the car. At 11:30 P. M. 
somebody came in the hall and told me an auto- 
mobile had an accident on Second avenue. I 
looked out on the street, right away, but I did 
not see my car, so I ran on the corner and I see 
my car there on the sidewalk and by a broken 
lamp post. I did not see the girls who were 
in the car, but somebody took the girls in a 
taxicab to the doctors. Mike, the Chauffeur, was 
standing beside the car in the street. I asked 
him, ‘What's the matter? Where have you taken 
the car? I told my son nobody could take the 
car, and I told you nobody could take the car 
without my being in it.’ Mike told me that the 
Roth sisters told him that they spoke to me, and 
that I gave them permission to use the car.’ It 
further appears that Friedman had also signed 
a statement for the plaintiff's attorney which 
reads as follows: ‘I am the owner of the 
Chevrolet automobile in which an accident hap- 
pened on the 22nd day of July, 1919, at about 
1z P. M. in which Etta and Mildred Roth were 
passengers and in which both Mildred and Etta 
Roth were injured. I told Michael Rosenblatt 
to take the girls in for a ride as he is a chauf- 
feur and giye him permission to use my 
machine.’ It is clear that the assured falsified 
either in telling the company that his chauffeur 
had been notified not to take out the car ex- 
cepting with his express permission, or in stat- 
ing that he had given the chauffeur permission 
to use the car, unless he was tricked into sign- 
ing one or the other of the statements. It does 
not appear which of the statements signed by 
Friedman was true, nor was there any evidence 
showing under what circumstances either of 
these statements was prepared and_ signed. 
I'riedman testified that he could read English 
‘very little,’ and the record shows that his testi- 
mony was given through an interpreter. He 
also testified that he was at the office of 
defendant’s attorney ‘ten or fifteen times ;’ that 
the statement first above mentioned was there 
prepared and signed by him. It appeared, how- 
ever, that upon the trial of the negligence ac- 
tion, Friedman repeated the statements contained 
in the paper signed by him for defendant. The 
case was tried by the court without a jury, and 
the court having decided in favor of the plain« 
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GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 

















ACTUARY AND ACCOUNTANT 
LEON IRWIN . stan Dinca Orleans, La. MAJESTIC BLDO.., ny 
American Eagle Auto- National Union New Amsterdam 
Aseriean Equitable Pilledlpia Under FB a. al 
a “ie al a FRANK J. HAIGHT 
Fialiy Peni Underwriters BROKERS’ LINES SOLICITED CONSULTING 
ACTUARY 
AHlume-Mansur Bldg. Indi lis, Ind. ; 
sama rend pssnare iia Hubbell Building Des eg “it ; 
Insurance or consolidation of either Legal Reserve, Mutual 
— nt or Fraternal Life Companies, Associations or 
Temporary ay advanced on strictly private JULIAN C. HARVEY, F.A.1.A. 
All sane held personal and confidential. 
‘Address J. L. MITCHELL, 604 Mason¥é Temple, Chicago, Ill. CONSULTING 
ACTUARY 





CHEMICAL BUILDING’ ST. LOUIS, MO. 





LEO on WALDMAN) 
KLiy \ XY 
fi 5 °, 








T. J. McCOMB 
CONSULTING ACTUARY 









































3 Cedar St. New York 
: an y JNO. A. OTe scenes Colcord Bldg.. OKLAHOMA CITY, OKLA, 
CASUALTY INSURANCE 
JAS. R. COTHRAN 
- Associate 
322 HURT BLDG. ATLANTA, GA. 
Actuarial F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
T. C. RAFFERTY BURNS & SPEAKMAN, Certified Public Acceus 
FACKLER AND FACKLER ' selseoinri 
DAVID PARKS FACKLER, F. A. S. CONSULTING ACTUARY THE BOURSE PHILADELPHIA 
EDWARD B. FACKLER, F. A. S. Suite 714 Weightman Building 
WILLIAM BREIBY, F. A. S. Philadelphia, Pa. 
CONSULTING ACTUARIES Complete Rate Books Formulated 
35 Nassau Street * New York =a ABB LANDIS 








WINFIELD W. GREENE 
CONSULTING ACTUARY A. SIGTENHORST 
and UNDERWRITER 
Specializing in Casualty Insurance CONSULTING ACTUARY 


Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C. NASHVILLE, TENNESSEE 
























































and Workmen’s Compensation 10 Jackson Place, N. W. Independent Life Building 
- er Soa Rector gase ie National City Bank Bidg., WACO, TEXAS 
MILES M. DAWSON & SON || ppepppic s, WITHINGTON, F. ALA. || SMUEL BARNETT 
° vieitenisiaiieael CONSULTING ACTUARY 
CONSULTING 
ACTUARIES CONSULTING ACTUARY INSURANCELAWYER 
National Association Bldg., 36 W. 44th St. teicher Des Moines, lowa 502 Forsyth Bldg. ATLANTA, GA. 
NEW YORK Telephone Walnut 3761 
tector “ — A Policy Saved is a Policy Made L. A. GLOVER & CO. 
osep . Woodward, F. A. S. a ‘ a 
Richa ember of the New York Bar THE OTIS HANN COMPANY, Inc. | | °""Accouncants, Statisticians 
CONSULTING ACTUARIES “Life Insurance Service’’ : 
Examinations and Audits in all Branches of Insurance 10 So. La Salle St. Chicago, Ill. 29 South LaSalle St., Chicago 
43 Cedar Street, New York “20 Years’ Experience Backs Our Service” inti on te pn 
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Miscellaneous Insurance 








Examiners and Adjusters 








Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. 
RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE -- OUR 
REPUTATI ephfe on ‘ormances—We show 


results, Send 
Auto, Fire and Theft, Collision, 


tion, Property 
ome, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















Insurance Attorney 








| an Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 

















tiff it must be assumed that he found that the 
defense of lack of co-operation was not estab- 
lished. We can find no reason for disturbing 
the conclusion which the court reached upon 
the facts. Roth v. National Automobile Mutual 
Casualty Co., 202 App. Div., 667; Supp. 








Death of W. Y. Irwin 
W. Y. Irwin, for several years assistant 
liquidator of the Pennsylvania Insurance De- 
partment, died a few days ago. 


The Law and Practice as to Fidelity 
Guarantees 

“The Law and Practice as to Fidelity Guar- 
antees,’ by Christmas F:vans of Grey’s Inn, 
barrister-at-law, and F..H. Jones of the Ocean 
Accident and Guarantee Corporation, has been 
written for the use of students and for the 
members of the surety staff of insurance com- 
panies. It is published by Sir Isaac Pitman & 
Sons, Ltd. The entire ground of fidelity guar- 
antees or sureties is covered, from proposal to 
claim. In addition, ample treatment is given to 
special subjects, such as individual and court 
honds. 

The book, in addition to being of interest to 
students of the surety business, contains various 
forms of contracts and endorsements, which 
should be of much interest to the various com- 
panies writing surety bonds in this country. This 
work can be received at $2.50 per copy from 
The Spectator Company. 


Wisconsin Livestock Company Expanding 
Operations 

Manpison, Wis., December 18.—The Wiscon- 
sin Livestock Insurance Company, which was 
incorporated three years ago as a Wisconsin 
cerporation and has offices in the Bank of Wis- 
consin building, has branched out into seven 
other States during the present year, Ray Baker, 
secretary-treasurer, announced Saturday. 

The company has branched out into Illinois, 
Minnesota, Indiana, Ohio, Michigan and North 
and South Carolina. Besides insuring livestock, 
the company also insures valuable dogs and race 
horses. It insures hunting dogs which are used 
principally in the mountainous regions of the 
Carolinas and also in the Northern part of Wis- 
consin. Sheep are not insured. The company 
has 200 agents in this State. The president of 
the company is P. Martiny. 


National Life of U. S. A. Makes Innovation 

The National Life of the U. S. A., Chicago, 
has decided to establish an educational depart- 
ment for its casualty agents, the casualty de- 
partment being managed by C. H. Boyer, and 
Dr. W. A. Granville has resigned as president 
of Pennsylvania College, Gettysburg, Pa., to go 
to Chicago and take charge of the educational 


work. 


Workmen’s Compensation Insurance 

A new English work, entitled “Workmen’s 
Compensation Insurance, has been written by 
C. E. Golding, the prize winner of the Chartered 
Insurance Institute, and published by Sir Isaac 
Pitman & Sons, Ltd. The book contains a his- 
tory of employers’ liability and workmen’s com- 
pensation insurance, as well as a summary of the 
statutory law relating to employers’ insurance in 
England, and cepies of various English con- 
tracts covering workmen’s compensation insur- 
ance. Details of domestic servants and trade 
risks, and their method of coverage, as well as 
a chapter on the treatment of claims, are also 
included. The object of the book is to set forth 
the principles and practices of workmen’s com- 
pensation in a compact and handy form for the 
student. It would, therefore, be desirable as a 
reference work for every company and every 
large general agency writing this form of in- 
surance in America. The fact that a complete 
summary of the Employers Liability Act of 
England is contained herein is an additional 
feature of interest to American underwriters. 
This work may be obtained at $2 per copy 
from The Spectator Company. 





Boston Safety Council to Widen Activities 

George E. Sanford, safety engineer of the 
General Electric Company, was elected presi- 
dent of the Boston Safety Council at its an- 
nual meeting last week. The organization is 
planning a more extensive industrial program 
in greater Boston, with the co-operation of the 
Massachusetts Council. 





Atlas Appoints Assistant Managers 

Manager Oswald G. Boyle, of the United 
States branch of the Atlas of London, an- 
nounces the appointment of Herbert H. Ray 
and George C. Wallingford as assistant man- 
agers. Mr. Ray has been with the Atlas dur- 
ing his whole business career, and Mr. Walling- 
ford has heen with the Chicago office of the 
Atlas for many years. Both have shown con- 
spicuous ability during their service with the 
company. 

Death of John I. Smith 

John I. Smith, assistant secretary of the 

Farmers of York, Pa., died a few days ago. 





a Home Office. 





MEDICAL DIRECTOR WANTED 


Rapidly growing life company in best city in middle west has unusual 
opportunity for ambitious, energetic and well educated medical man who 
has had experience as Associate Medical Director or in similar work at 
Full time arrangement. 


Address Box 80, care of THE SPECTATOR, P. O. Box 1117, New York City 
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FINANCIAL STATEMENT OF 


The Northern Indemnity Corporation 


Home Office 
154 LOUIS STREET 
GRAND RAPIDS, MICHIGAN 





December 31, 1921 


ADMITTED ASSETS 


Mortgage Loans.. $110,000.00 
Government Bonds.. po satstes 92,900.00 
State, County and Municipal . Bonds. cose.  2£59:000500 
First Mortgage Bonds.. Eases 37,650.00 
War Savings Stamps.. 288.50 
Cash in Banks and Office.. 56,905.94 
Deposit with Texas Agency.. 1,000.00 
Premiums in = of Collection. . 21,318.38 
Accrued Interest. . Settee 6,346.56 

$445,409.38 


LIABILITIES 

Unearned Premium Reserve.. $31,800.15 
Reserve for Claims.. 14,183.06 
Estimated Adjusting Expenses. . 756.26 

Commissions on Premiums in Course of Collec- 
tion. : Ua ii atebssoeeleder Stats arene sO eee 6,833.65 
Miscellaneous. . Sucre orev arsuea rake caeetees 2,995.03 
Total Liabilities sees vane. tacaseiicss OmeGeo 
Fully Paid eras eeoichataeews 320,243.87 
Surplus.. ; 68,597.36 
$445,409.38 





Total Capital, Surplus, and Reserves for Protection of Policyholders, $434,824.44 
Specializing in Automobile Liability, Property Damage and Collision, and Excess Insurance. 





Agents Wanted In: 
Iowa, Kentucky, Indiana, Michigan and Illinois 














A Good Book 
for Life Men-- 


“Life Insurance and How to Sell It” 
Price, $1.00, Postpaid 





BSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 








THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 


216 016.6 we) 5:6 S O.w Oe 6, 0.10, 0) 6 0 010.0: 610 0 06 0 © 0 6:10.86. 0s o 6 0.8 00 400 




















THIRD EDITION 


LIFE INSURANCE 


AND 


HOW TO WRITE IT 


BY J. M. LANGSTAFF 


A Comprehensive Work Treating of 


CHARACTERISTICS OF THE SUCCESSFUL AGENT 
SOME GOOD RULES TO FOLLOW IN CONDUCTING 
A CAMPAIGN 
HINTS FOR OBTAINING PROSPECTS 
UNUSUAL METHODS OF OBTAINING APPLICATIONS 
' GENERAL OBSERVATIONS ON AGENTS’ WORK 

SOME SPECIAL CLASSES OF PROSPECTS 
ARGUMENTS FOR INSURANCE 
ARGUMENTS FOR INSURING WITHOUT DELAY 
OBJECTIONS TO INSURANCE 
LAPSES ASSESSMENT INSURANCE 
PLANS OF INSURANCE 


This book, of over 260 pages, now in its third edition, 
goes most exhaustively into the whole subject of life 
insurance soliciting, and meets the requirements of 
experienced solicitors as well as beginners. Stock 
objections are treated in a satisfactory manner, and 
the arguments of successful solicitors are detailed. 


PRICES: 
In Flexible Binding, $2.50 In Paper Binding, $1.75 


THE SPECTATOR COMPANY 


Sole Selling Agents For the United States 
CHICAGO NEW YORK 
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The Jndependent Order of Foresters 


Incorporated by the Parliament of Canada 
Organized in 1874 








Furnishes a 
Complete System of Insurance 








THREE NEW 
FORMS OF POLICIES 
NOW BEING ISSUED 
BY THE SOCIETY 


Life—20 Payment 


(With Cash Surrender Values and Auto- 
matic Non-forfeiture). 


Life—20 Payment with Disability 
Benefit 


(With Cash Surrender Values and Auto- 
matic Non-forfeiture). 


Old Age Benefit Certificate— 
with 100% Disability and 100% 
Old Age Benefit. 


(With Cash Surrender Values and Auto- 
matic Non-forfeiture). 


The Society still issues its Standard 
Policy—“Whole Life” with 70% Disa- 
bility and 70% Old Age Benefit. 


POLICIES Issued from $1000 to $5000 




















Total Benefits Paid: 
77 Million Dollars 


HEAD OFFICE: 
Temple Building, Toronto, Canada 














Che Jndependent Order of Foresters 


GEO. E. BAILEY, G. R. COTTRELLE, W. H. HUNTER, 
Secretary Treasurer President 
SIDNEY H. PIPE, F.A.S., A.I.A. 
Actuary 
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THE 


AMERI€AN HOME LIFE INSURANCE CO. 
Will give 
an enabling, assisting contract to a 


Real District Manager 


Good territory for three men who are 
producers with contracts that 
bridge the gap while 


starting. 
Address, F. P. Metzger, Secretary 
Topeka, Kansas. 


stating age, experience and with whom 


last employed 














Thousands of Legal Decisions are Contained in 


HUDDY ON AUTOMOBILES 


Sixth Edition, 1922 


This valuable reference work is of use to 
Insurance Companies, Claim Adjusters and 
Automobile Insurance Agents 


All Phases of the Law of Automobiles Covered. 
The chapter Titles are: 


1. Definitions 19. Cyclists, riders and miscellane- 
2. Historical ous travelers 
3. Nature and status 20. Frightening horses 
4. Right to use highways 21. Railroad crossings 
5. Statutory regulations 22. Street railways 
6. Municipal ordinances 23. Liability of owner for conduct 
7. Federal control over motoring of driver 
8. Licensing and registration 24. Status of guests and passengers 
9. Jitneys, taxicabs and public 25. Safety of highway for automo- 
carriage for hire bilists 
10. Private carriage for hire 26. Measure of damages for injury 
11. Garages to automobile 
12. Chauffeurs 27. Criminal liability 
13. Miscellaneous subjects of regu- 28. The manufacturer 
lation 29. INSURANCE 
14. Law of the road 30. Sales 
15. Negligence, in general 31. Liens 
16. Collisions with other vehicles 32. Evidence 
17. Collisions with pedestrians 33. Forfeiture of vehicle for viola- 
18. Contributory negligence of pe- tion of law 
destrians 
1382. Royal Octavo Pages 


Price, $12. 


THE SPECTATOR COMPANY 


Selling Agents 


CHICAGO NEW YORK 








Organized 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


NN iio ted hewn ead $28,308,449.13 
RR itil swag Spee 25,109, 146.04 
Capital end Surplus..........5+.. 3,199,303.09 
Insurance in Force............... 214,188,461 00 
Payments to Policyholders........ 1,897,435.45 


Total Payments to Policyholders since 
ee 


JOHN G. WALKER, President 


$27,720,705.42 








THE 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 


The First Life Insurance 
Company chartered by the State 
of 


CONNECTICUT 














FIRE AUTOMOBILE MARINE 


m HAMPTON ROADS 
FIRE 4» MARINE 


Insurance Company 


NORFOLK, VIRGINIA 


Address Home{Office For Agency Connection % 


HAROLD KNOX 
Secretary 


JAMES A. BLAINEY 
Vice-Pres. and Gen. Mgr. 


HENRY G. BARBEE 
President 
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Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
renewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 


Write for information to P 
WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 


Atlanta, Ga. 











THE UNITED STATES 
LIFE INSURANCE 
COMPANY 


in the City of New York. 


Organized 1850. Non-Participating Policies only. 
Over Forty-Five Million Dollars Paid to Policyholders. 


John P. Munn, M. D., President 


Good territory open for high class, personal pro- 
ducers, under direct contracts with the Company. 
Address Home Office, 105-107 Fifth Avenue, New 
York City. 











“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 


SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
12 Copies: . «5. 66 06: $5.00 100 Copies...... $25.00 
25 Copies aerate ReaE 9.00 500 Copies...... 100.00 
50 Copies.......... 15.00 1000 Copies...... 175.00 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








A REAL HELP FOR EVERY AGENT 


THE 


AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION JUST ISSUED 
THOROUGHLY REVISED—GREATLY EN- 
LARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 

A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition. 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 


Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 








3jI 











THE SPECTATOR 





Thursday 











PETER EPES, Supt. Agents 


$2,089,936.09 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


@Georgia Casualty Company, sacon, 6a. 


W. E. SMALL, President 


BURGLARY 
LIABILITY 


100% American—Have you thought of it? 


AUTOMOBILE 
PLATE GLASS 


E. P. AMERINE, Secy. 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 











HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 
The 62nd Annual Re 


rt Shows: 
ums received during the year 1921..............0008 
Payments to Policyholders and their beneficiaries in Death 
ms, Endowments, Dividends, Etc................. 
Amount ‘Added to the Insurance Reserve Funds....-........ 
Net Interest Income from Investment...............0.000 
($642,638 in excess of the amount required to maintain the 


reserve) 
Actual mortainy experience 53.44% of the amount expected. 
SERENE Cs. Nie:n 0 's's5055 66.4105 64 0 orebiew's 0-00 o5aess0'6 
PNR on ccicprenwebecscsccwdwsaccecscnsecacce 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 


$6,990,547 
4,740,340 


$223,116,887 
43,222,328 


Kansas’ Greatest Life Insurance 
Company 


Announces a wonderful new line of Policies with what it be- 
lieves the most complete and remarkable rate manual ever 
offered the Insurance Solicitor. 


The Farmers & Bankers Life Insurance Co. 














MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 


time by sickness. 
In every city of the Union and in Canada we are protecting 


many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 
CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President 


General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 











WE WANT AGENTS 


Home Offices Wichita, Kansas 
to push our five=-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 











The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

r. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 





WANTED: PRODUCERS OF GOOD BUSINESS 
IN INDIANA, KENTUCKY, ARKANSAS, 
ALABAMA, FLORIDA, AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


Indiana National Life Insurance Company 


INDIANAPOLIS, INDIANA 


























ACACIA MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921. . $42,448,000.00 
Gain in Insurance in Force. . ... 30,124,750.00 
. 101,222,295.00 


Insurance in Force December 31, ‘1921. 
Assets.. i PORNO een 
Increase i in Assets hey ane yee ets ere Ree re 
Increase in Reserve....... 1,282,156.00 
Increase in Surplus....... "225, 575.00 
UNEXCELLED LIFE INSURANCE PROTECTION— 
LOWEST NET COST—ABSOLUTE SECURIT Y—PER- 
FECT SERVICE—SQUARE DEALING—A SATISFIED 

IELD FORCE 
WILLIAM MONTGOMERY 


President 


4,613,494.57 
1,518,954.00 


Homer oo. 
Washineton, 











32 





B. Powers, ChairmanoftheBoard Darwin W. Johnson, Pres. 1. Smith Homans, Sec’y{& Actuary 


Thos J Johnson, Treas. Louis G. Russell, Vice-Pres. & Mgr. Industrial Dept. 
D. G. Roach, “Field Mgr., Ordinary Dept. 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bldg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 
We have some good territory in Kentucky and Alabama still open. 
and to first class men, we can offer a good proposition. 


Address the Company 














day 


ut 





'y 
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THE SPECTATOR 











Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more in: urance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
[ SHREVEPORT, LA. 














GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


fI'wo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 
Address West Virginia, care of Tue SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 





MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous: success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 


RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION,{[OR MILI- 
TARY AND NAVAL SERVICE. The new Child’s$Policyfof 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Towa. 


THE TERRITORY. 








FARMERS NATIONAL LIFE INS. CO. 
F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 




















TO SUCCESSFUL LIFE INSURANCE MEN 
The Great-West Life has room in various territories for industrious agents—men of zeal and hard-work- 
ing ability who can produce results. To such the Company offers most inviting propositions, backed 
by policies and service, which, year after year for many years, have built up the largest volume of new 
business in Canada written by any Canadian Company. The business in force of the Great-West Life 
has been consistently doubled every five years since commencement—from $862,200 in 1892 to well over 
$312,800,000 in October 1922. : ; 
Address all applications to the Great-West Life, Offices at Detroit, Mich., Minneapolis,£Minn.,Jand 
Hatcher Bros., Fargo, N. D., or 

THE GREAT-WEST LIFE ASSURANCE COMPANY 
WINNIPEG Head Office _C¢ 


EXCELLENT OPPORTUNITY 
tor Reliable, Energetic men to represent us in the states o! 
lilinois and Missouri with direct Home Office contracts. Liberal 
policies. ’ 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


ANADA 


New and up to date policy 
contracts. REAL SERVICE 
to Policy holdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily.§ SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DCS MOINES, IOWA 














‘‘ THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known lifeinsurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 
STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 
Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00, 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 











1857 1922 


The Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. - 








Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 














AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wi | be given the right 1..an. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117. City Hall Station, New York 











THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory in the 
State of Michigan is ready for the right man. 


Address: 
Ernest C. Milair, Vice-Pres. and Secretary 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 
Charleston, West Virginia. 




















THE SPECTATOR 











THE TEXAS LIFE INSURANCE CO. 
WACO, TEXAS 


JOHN D. MAYFIELD I. J. MAYFIELD 
President Secretary 


Oldest Legal Reserve Insurance Company 
in Texas 
Writes All Forms of Standard Policies 


















ILLINOIS LIFE 





INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 








~ THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to 


Miss Bina M. West Miss Frances D. Partridge 
Supreme Commander Supreme Record Keeper 
Port Huron, Michigan Port Huron, Michigan 





W. A. Johnson, Pres. J. A. Walker, Sec’y and Treas. 


MISSOURI 


Life and Accident Insurance Company 


Home Office 
St. Louis, Missouri 


Capital fully paid $100,000.00 


ADMITTED ASSETS DEC. 31, 1921 $396,291.00 














GRAND RAPIDS LABEL CO. 


-GRAND RAPIDS, 


LICY L ‘FOR FOLDER & 
SHOWING ELABORATE -DISPLAM# 
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UBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old estadlished 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
125 WILLIAM STPFFT, NEW VOR 





SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 

















WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 


FEDERAL CASUALTY COMPANY - - = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


Sold by—DETROIT CASUALTY COMPANY ~- - DETROIT, MICH, 
(Same Management as Federal Casualty Company.) 
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GLASHUTTER RECHENMASCHINERPABRIR ~SAKONIA © 6LAshiTTE Lsa 


er a Oy at 
PHILADELPHIA. Pa. 


Chicago Office: Insurance Exchange 
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oe ey AXKONII A” Rapid Calculating Machine 
for Multiplying and Dividing 

AS RAEI AAR A ANNE OE aN A OS RA OE This machine is a time and money 

g @ oD? YY @ @ 


q mm saver. It permits the calculation of 


a eM §=imathematical problems both intricate 


and simple in one fourth the time for- 
merly allotted. Free from error. 


ACCURATE CONVENIENT NOISELESS 


Its small size and light weight readily permits 
removal fron office to office. The machine 
works noiselessly and is not a disturbing ele- 
ment in the office. 


ADAPTABILITY AND USE CHEERFULLY DEMONSTRATED 
THE SPECTATOR COMPANY, Selling Agents 


135 WILLIAM STREET, NEW YORK 


























December 28, 1922 





THE SPECTATOR 
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Incorporated in 1862 in the Commonwealth of Massachusetts 














Named JOHN HANCOCK in honor of the first Governor of 
Massachusetts, and first signer of the Declaration of Independence. 

In GO years it has grown to be the largest fiduciary institution in 
New England. 

Policies made secure by reserves maintained on the highest stand- 
ard with an adequate Contingent Fund providing protection against 
allemergencies. Total Assets, $239,693,000; Policyholders’ Reserves 
and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. 

Business done through agents. Information and advice on any 
matter relating to life insurance are available at any time through 
the Agencies or Home Office of this Company. 


Ai hk he 
SC: 
q LZ) 
Seal 
e FE INSURANCE COMPANY 
OF BOSTON MASSACHUSETTS 








INTER-OCEAN CASUALTY COMPANY 


FounpDeD 1903 
CINCINNATI, OHIO 


Premium Income, 192]...ccoccccccccccceccccccce $954,210.74 


BCR ORGD COVOE BOs c oioc csc cccccigcesccsedoeess 166,315.67 
Admitted Assets, December 31, 1921............. 422,565.20 
Hstewedee Over 190i oc. c ccccssccccaccussedeedece 44,377.96 
Capital and Surplus, December 31, 1921......... 307,908.69 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 








$10,000.00 wi 

















The Fdeliy an (isualty (Ompany of New ork 


—1876— ROBERT J. HILLAS, Pres. —1922— 
Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 


Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid to June!30, 1922'Over Ninety Million Dollars 





——— 
CASUALTY LINES Surety Lines 


ACCIDENT FIDELITY 
HEALTH COURT 


tiasiity |Casualty Insurance| ¢oract 


COMPENSATION FIDUCIARY 


AUTOMOBILE DEPOSITORY 
BURGLARY and OFFICIAL 
ROBBERY CUSTOMS 

PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 

BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















*“*INSURANCE THAT INSURES”’ 






















ORGANIZED ASSETS OVER 
SOI. $C XQOOOO.” 


coum a intel 
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PURE LIFE 
INSURANCE 
PROTECTION 





“ATTRACTIVE 
CONTRACTS “for 
MEN OF ABILITY 











th $200.00 per Month 
Costs $80.00 a Year 


from sickness or accident. 








Pays you as long as totally disabled whether 


Membership 150,000 Claims Paid $5,000,000.00 





tates 


Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 
W. T. GRANT, President 











FIDELITY GUARANTEE 
By F. D. McMillan 


An English work describing the conduct of the busi- 
ness of fidelity insurance, comprising parts devoted to 
COMMERCIAL GUARANTEES; 
GOVERNMENT AND HIGH COURT BONDS; 

C. I. I. EXAMINATION PAPERS. 


Contains 242 pages, in buckram binding. 
PRICE, $6.00 


THE SPECTATOR COMPANY 


Sole Selling Agents 
CHICAGO NEW YORK 











Splendid territory open in Mis-= 
=! souri, Kansas, Texas, Okla= 
1A ° homa, Illinois, Minnesota 

4 tional Ohio and West Virginia. 





aN Up-to-the-minute policies. 
Pease a Liberal agency contracts. 
ASSURANCE (5, ) COMPANY Correspondence Course in In= 
ST LOUIS. MISSOURI surance Salesmanship. 
Sub-standard business accepted. 


Novel way of financing General Agents. 
Write in confidence, FRANK W. ENGEL, Agency Mgr. 


American National Assurance Co. 
3719 Washington Ave. St. Louis, Mo. 

















THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 








New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mgr. 


Unusual Agency Coven at present in Central 


KANSAS CITY, MO. 














THE- SPECTATOR 
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DON’T Lock FOR BREAKERS — THEY MAY No? BE. THERE 


ISses3 


LI VE SALESMEN now contemplating a change: 


OUR AGENCY PLANS FOR 1923 are now ready. 4 
WE HAVE GOOD TERRITORY reserved for men of proved ability in life insurance selling. 7 
Investigate our proposition; it’s worth while. . 


ESERVE LOAN LIFE 


INSURANCE C INDIANA. —[oa] 
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